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“Mental Mike.” Marvel Manipulator 


Thousands of statistical reports on 01! pros 


A mathematician might work months 
on problems evaluating atomic struc 

ture of a material, A trained technician 
handling CRCIO2A can do the same 


job in hours. 


pecting, refining and production pour nto 


Gulf Oil Corporation s research labora 


tory each day. These data have to be 


checked. categorized, counted, and com 
puted obs requiring hundreds of extra 


man hour 


Mental Mike™’ come 


Labeled CRCIO2A, this electronic ma- 


Thies 1s where 
chine located in Harmarville, Pa, is cap- 
able of solving mathematical problems 
100 time than a man wilh an cicc- 


tric ce omputer, 


saving, moneysaving cxact 
electrically digests hundreds 
problems fed to “him” Dy 


f laboratory technicians, 


and in minutes records the solutions, 


This marvelous machine does problems 
faster than any scientist, allows highly 
trained specialists to spend more time at 
their work, and solves problems previously 


too costly in man hours. 


This new digital computer is just an- 
other example of how Gulf, and the entire 
oil industry, is pioneering modern busi 
ness methods to give the public better 


products at lower costs. 


GULF OIL CORPORATION + GULF REFINING COMPANY + GENERAL OFFICES, PITTSBURGH, PA. 











LONG DISTANCE RATES ARE LOW 


Here are some examples: 


Boston to New York ..... =. « V5 
Des Moines to Minneapolis... . . 85¢ 
Phoenix to Los Angeles .... . $1.10 
St. Lowiste Denver. ..... . $1.60 


Sen Francisco to Washington, D.C. . $2.50 
These are the daytime Station-to-Station rates for the 
first three minutes. They do not include the 10% federal 
excise tax. 


CALL BY NUMBER. IT'S TWICE AS FAST. 








Are your communications 


geared for profit ? 


Look how the telephone can save 
you time and money 


There is hardly any limit to the number of 
things you can get done—at a profit—through 
the planned use of the telephone 


The representative of 50 west coast lumber 
mills, for example, has increased sales 65% by 
Long Distance, without increasing his sales force 


A southern industrial equipment firm esti 
mates it saves $12,000 a year in selling costs 
by inviting out-of-town customers to telephone 
their orders collect. 


A large midwestern manufacturing company 
reports it collects more than $500 in overdue ac 


counts for every $1 spent for out-of-town calls 


As a result of these experiences and those of 
hundreds of other firms—we have some specific 
suggestions about communications we'd like to 
pass along to you. Just call your Bell Telephone 
Business Office. There's no obligation. A repre- 
sentative will visit you at your convenience 
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FROM THE HERITAGE OF 
STUDEBAKER CRAFTSMANSHIP 

AND PACKARD ENGINEERING COMES 
a <a 


* * 


ma 


THE *. 

eso) Oe om 
2S NEw 
DEA 


+ 


. 


In this exciting, changing land of ours there’s nothing quite as spine-tingling to motorists 
(and that means all of us!) as the news coming out of our automobile capital. And today’s 
news is of THE BOLD NEW IDEA—the idea back of everything Studebaker- 
Packard Corporation is doing. 


What is THE BOLD NEW IDEA7It is simply this: We believe that cars can be 
built on modern production lines without sacrificing craftsmanship . . . that our 
goal must always be to build not the most cars but the best cars . . . that individuality 
of design and true pride of workmanship are not dead, but live, today, stronger 
than ever in the new Studebakers, Clippers, and Packards. 


Soon now you'll see the first cars born of THE BOLD NEW IDEA: 


% You'll see a new Packard deliberately and lines found in no other car within 
designed to upgrade America’s idea hundreds of dollars of its price! 
of luxury cars—a car destined to be 


the new choice in fine cars, as it was % You'll see a new Studebaker deliber- 


America’s first choice for thirty years! ately designed to set the low price 


* You'll see a new ( lipper deliberately field on fire—a car that will outstyle, 
designed to set new standards for outperform and outvalue any other 


medium-priced cars—with features in its price range! 


In short, you'll see a brilliant array of new motorcars in every price class—cars built to 
the highest standards of craftsmanship in the industry today—cars that are the embodi- 
ment of THE BOLD NEW IDEA. 


STUDEBAKER - CLIPPER: PACKAREDD 


Fine cars in every ferice Class — faroducts of Otudelaher-Suchard Corporation 


WHERE PRIDE OF WORKMANSHIP STILL COMES FIRST! 


Forses, novemper 1, 1955 
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Words from the W ise 


In the 38 years that Forses has 
been explaining the ways and 
means of business & finance, it has 
undergone many changes. But one 
hallmark of the magazine that has 
never changed, and one that we de- 
liberately delegate to the last page 
of every issue, is Tuovcurs—On 
Tue Business OF Lire. 

One reason THoucuts have held 
on to this undisturbed place in our 
publication is that they are in 
themselves timeless. Why the last 
page? Not because there is noth- 
ing else to put there, but because 
nothing else so deserves to be there. 
What better way to finish an issue 
necessarily devoted to things ma- 
terial than with choice gleanings of 
things inspiration- 
al? As one reader 
put it: “After go- 
ing through the 
investment read- 
ing, a fellow is 
about ready to 
sigh and be some- 
what bewildered. 

By the time he 

reaches the last 

page, he is in 

good shape to do a 

bit of philosophiz- 

ing.” THovucnts is 

Forses’ way of re- 

minding itself and its readers of the 
prudent mandate set down by its 
Founder B. C. Forbes: “With all 
thy getting, get understanding.” 

Thoughts On THOUGHTS. Several 
years ago, as a concession to mod- 
ernity, we thought that perhaps 
the majority of subscribers might 
not wish to see an entire page of a 
business magazine given over to 
something so quaint as the business 
of life. At least, we were not sure. 
So, in a survey, we asked our 
readers to tell us. 

The flood of mail that engulfed 
our office shortly thereafter ban- 
ished for all time all thoughts of 
changing the TuouGnts page. One 
outraged reader let us have it 
squarely: “Cut out THoucnrs and 
you can cut out my subscription!” 
From stacks of letters we learned 
exactly how popular the feature 
had become, and how fondly read- 
ers smiled on it. “The last page in 
the magaine,” said one, “but the 
first to which I turn.” One sub- 
scriber even waxed poetic: “Like 
the diamond set in a ring—beauti- 
ful, sparkling, inspiring.” Two 





others took a culinary viewpoint, 
but from opposite ends of the table 
Said one: “Like the palate-stimu- 
lating appetizer preceding the 
meal.” Said the other: “Like the 
dessert at the end of the meal.” 
THovucnts, wrote a midwest utility- 
man, “is one of the things that 
makes Forses different in a 
wholesome way.” 


THOUGHTS-Collector. The Forses 
man in charge of perpetuating this 
difference is thoughtful Senior Ed 
itor George Wolf. The dean of 
Forses’ staff in point of service, 
Wolf first came to Forses’ door the 
year it was founded, and even be- 
fore that had served as secretary 
and man-Friday to B. C. Forbes 

The first staffer to 
win an associate 
editorship, Wolf's 
province has been 
the production 
end of the maga 
zine. Many a night 
Wolf could be 
found poring 
over galleys and 
page proofs, seek 
ing out the elusive 
typo. But if any 
thing is closest to 
George Wolf's ed- 
itorial heart it is 
the' undisputed post he 
Tuovents-Collector 

Culling from newspapers, maga- 

zines, 


holds as 


books, speeches and ser- 
mons he diligently assembles like 
ly candidates, checks his own cross- 
reference index to make sure there 
are no repeats, and balances the 
page with both contemporary writ- 
ings and “oldtimers” that are, in 
Wolf's opinion, “as applicable today 
as they were in their time.” Also 
included since the passing of B. C 
Forbes last year: a favorite quote 
from the Forses’ founder's works 
From the half-dozen favorite texts 
submitted daily by readers, Wolf 
selects one that he considers perti- 
nent to our day for inclusion in the 
next issue, and ships off a Forpes 
book to its sender 

Many readers have asked 
Tuovucnts Editor Wolf if he has a 
a favorite Thought. Wolf won't say 
But we hear he leans, for obvious 
reasons, to Emerson's edict 
“Great men are they who see that 
spiritual is stronger than any ma- 
terial force, that thoughts rule the 
world.” 





Are 


you 
interested 
in 
growth 
stocks? 


If you are, you'll probably 
want a copy of our new pub- 
lication “111 Growrn Stocks” 


It represents the best judgment 
of all the industry specialists in 
our Research Department about 
those companies most likely to 
row at better than average rates 
in the years ahead. 

A little over a year ago, when 
we brought out a publication 
like this for the first time, inves- 
tors found it one of the most use- 
ful studies we ever issued, 


If you think you'd find this 
new edition helpful, we'll be 
glad to send you a copy—with- 
out charge or obligation. 


No, we're not anxious just to 
give this valuable 44-page book 
away. But if you are sincerely in- 
terested in growth stocks—and if 
you can afford the long-term 
risks involved in buying them— 
we're equally interested in seeing 
that you have the best review of 
the subject that we know about. If 
you want a copy of “111 GrowT 
Srocks”, just write— 


Department SD-75 


MERRILL LYNCH, 
PIERCE, FENNER & BEANE 
70 Pine Street, New York 5, N. Y. 
Offices in 108 Cities 





READERS SAY 


Reminiscing 

Sm: I thought you would he interested 
in the enclosed photograph taken at a 
membership meeting of the Baltimore 
Association of Com- 
merce in the South- 
ern Hotel when the 
late B. C. Forbes ad- 
dressed the meeting. 
At the time I was 
executive secretary 
of the Association and 
had the pleasure of 
meeting Mr. Forbes r 
and entertaining him 
during his stay. I discovered the picture 
while going over some old papers. I re- 
tired from business five years ago and 
now spend my time enjoying my leisure, 
reading Forses and reminiscing 

Georce J. CLAUTICE 

Baltimore 


OF the Record 
Sm: We noted with some surprise in 
the article about Mr. Norton Simon 
[Forpes, October 15] the references to 
“his earlier forays into Condé Nast” 
and his “assorted holdings in Condé 
Nast.” The general implication of these 
statements is that Mr. Simon has made 
significant purchases of our stock or that 
today he is a substantial holder. This is 
contrary to any evidence provided by our 
records 

Haroty G. Mever 
Assistant to the President 
Condé Nast Publications Inc 

New York City 
A reliable source, and party to these 
transactions, told Forses that Mr 
had purchased several publishing stocks 
neluding Condé Nast 


Si mon 


The possibility 
made 


names, which would not iden- 


that purchases were through 
street 
tify Mr. Simon on Condé Nast records 


should not be ruled out.—Epb 


Surprised Dutchman 

Sm: Your article on the present eco- 
nomic condition in Holland [Fact and 
Comment,” August 1] has indeed sur- 
prised me. The situation is far from be- 
ing as good as Mr. Forbes seems to 
believe. It is only with the help of a 
government-imposed wage control that 
Holland can match competitors in the 
export field. Employers are heavily fined 
if they pay their workers more than the 
wage control permits. Consequently the 
standard of living of the average worker 
is very low indeed. The housing shortage 
is frightening and, at the present rate of 
building, it can only be solved in 1970 
The wage increases in 1953-1954 were not 
the result of prosperity but of a 17% in- 
crease in rent 

Crement H. De Haas 

Holland 


End of the Bull Market? 

Sm: I believe that the present bull 
market is over. Stocks have been inflated 
at ratios which were too high for earn- 
ings, and the illness of the President 
brought out a general weakness in the 
stability of prices. I believe that the next 
year will be one of selectivity, and that 
in order to determine the investment 
qualities of the market, closer attention 
will have to be given to the individual 
stocks and their possibilities, without 
reference to the averages 

Joun E. Lumeiey 
New Orleans 


Gains Under Democrats 

Sm: Strange as it may seem, we had 
much greater [stock price} rises under 
the Democrats than we have had under 
the Republicans. So why all the fear of 
a possible Democratic victory in 1956? 
During Truman's term as President 
(1948-1952) the Dow-Jones industrial 
averages, which are the accepted stand- 
ard in Wall Street, rose 78% During 
Eisenhower's term (1953 to date) the 
same averages have risen only 69%. In 
the Truman term the Dow-Jones railroad 
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SPECIAL CHRISTMAS RATES: two oc sore tvear Gitte each $4 


(Geed Only Throwgh Dec. 31, 1955) 


FORBES, 80 Fifth Ave... New York 11, N. Y. 


FORBI 5 Name 


Address 


City 





Please enter 


my own l-year [7 
subscription. 


New or Renewal 


(Please Print) 


Zone State 


Also send FORBES for 1 year as my gift to: 


Name 
Address 
City 


Payment enclosed. 


(Please Print) 


Zone State 


[) Bill me. 


Caneda 31 «@ year extra, Pan-American D2 @ year extra, Foreign DW @ year extra. 


ODO DA BOOM AMD UMD LD LIME AMD UMD UDALL UDA UTA NANA 
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averages rose 166%, against only 55% 
in Eisenhower's term. Perhaps it would 
be well to remember that well-known 
counsel, “We have nothing to fear but 
fear itself.” 

—Ernest W. MANDEVILLE 
Allenhurst, N. J. 


The Analysts 
Sir: Your compilation of analysts’ 
views [“Where is the DJ Going?” Forses, 
October 15] was certainly interesting. 
But, as one of the two lone contributors 
to predict 1,000 plus in 1960, I did not feel 
that your comment that this prediction 
represented throwing caution aside was 
fully justified. If we have peace and 
prosperity until 1960, I imagine that 
stability of dividends and growing con- 
fidence will create the sort of environ- 
ment that will permit blue chips to sell 
at 20 times earnings. Therefore, if earn- 
ings on the composite Dow Jones indus- 
trials increase from the present $35 to 
$50, a 20 times multiple would give us 
1,000. Increased physical output due to 
the expanding economy might increase 
sales 25%. New products could add 5%. 
A price inflation of 10% by 1960 does not 
seem a wild supposition, so... we might 
have gross dollar sales running 40% 
higher by 1960. A small betterment in 
operating ratios plus a small tax decrease 
would bring the 50% increase in 
common earnings. 
—WasHIncTon Donce, 
Cady, Roberts & Co 
New York City 


Analyst Dodge, who apparently threw 
caution to the winds three years ago, 
drew a bull’s-eye on today’s bull market, 
has fully earned credit for canny calcu- 
lation—Eb. 


Sm: It seemed to me that your analysts 
are carried away by the idea that the 
market is always headed up. The market 
broke through the top of the long term 
trend line in June 1954. The excesses 
which make the averages go above the 
line set up forces which must bring it 
down. .. . Tops of the market are not 
made when the majority of the people 
think they are at the top; neither are bot- 
toms made when people expect them to 
be. The very fact that your analysts are 
unanimous in their rosy predictions leads 
me to believe that something is amiss. 

—J. Catvin Vonris 
Elkridge, Md. 

Forses polled the analysts not to con- 
firm any pet prediction, but to report a 
significant—and influential—state of mind 
in Wall Street.—Ep. 


Sm: I hope you make this kind of 
article a regular feature of Forses. In- 
dividual opinions are often interesting 
and of value. Nevertheless, in many in- 
stances a consensus is what is needed, 
especially on a subject in which variety 
of opinion is prevalent. Also, a consensus 
may be of special interest to those who 
live some distance from New York. 


—A. S. Frouman 
Portland, Ore. 
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Licking stamps 
1s in bad taste-ugh ! 


/ 


ff 


Now we spend 
less for postage 


1k 91... 
no stamps 
again! 


Stamps a days 
mail in a jiffy 


It even speeds 
parcel post,too ! 


One what? A postage meter! Anybody 
can afford the liftle desk model postage 
meter, the DM. One out of three users 
spends less than $1 a day for postage. 

With the DM, you are no longer stuck 
with sticky stamps, with patroling a stamp 
box, and with lick-and-stick mailing. 

The DM prints postage, any amount 
needed for any kind of mail, directly on 
the envelope. Every meter stamp carries 
a dated postmark that helps your mail 
get through the post office faster, often 
catching earlier trains and planes. And 
as you print a meter stamp, you can print 
your own small ad, if you want one. 

Anyone can easily use a DM, save time 
and postage. Dial the amount of postage 
needed, insert the letter, press the lever — 
and the letter is stamped, and postmarked. 


= PITNEY-BOWES 


Postage 
~ Meter 


Offices in 94 cities 
in the U.S. and Canada 


Prrne 


Name 


Send free 


Now every office can have one! 


There’s even a moistener for sealing 
envelopes. And the DM prints postage 
for parcel post on special tape. 

There's the always 
having the right stamp on hand, with 


fewer trips to the post office. And postage 


convenience of 


in a meter is safe from loss, damage, or 
misuse — and automatically accounted for. 
Today most of the important mail is 
metered mail! And there's a meter model, 
hand or electric, for every office—even 
the smallest! Ask the nearest Pitney-Bowes 
office to show you. Or send the coupon 
for free illustrated booklet. 

FREE: Handy desk or wall 

chart of Postal Rates, 


with parcel post map 
and zone finder, 


¥-Bowes, Inc 


1707 Pacific Street, 
Stamford, Conn. 


booklet Postal Rate Chart to: 


Address 





You Must Save at Least $100 


—or you pay nothing for the advice 
in J. K. Lasser’s remarkable book 


Your Income Tax—1956 Edition 


We offer you this amazing guarantee, 
even if you ere now using the finest pro- 
fessional counsel available. Nor does it 
matter what tax sevings you are slready 
planning: 


Simply use J, K. Lasser’s YOUR 
INCOME TAX-——1956 EDITION 
until the final date for filing your 
1955 return, The cost of the book 
is only $1.95. It may save you up to 
82.000. It must save you at least 
$100, or you get your money back 
—without question. 


Considering that you risk nothing, you 
shouldn't even think of figuring your 1955 
Income Tax without having, at your side, 
J. K. Lasser’s YOUR INCOME TAX. The 
new law, and recent interpretations, have 
created many changes which you can turn 
into big and immediate profits for yourself 

That's why it is so vital for you to have 
the help offered by this unique book. Mail 
coupon today without risking a penny, and 
book will be sent to you at once, so you 
can act before the end of the year and save 
tax money. Under this unusual guarantee, 
you must save at least $100, or you can re- 
turn the book for full refund any time up 
to April 16, 1956. 


Over 3,000 Approved 
Tax Savings For You: 


372 approved ways to reduce texes, 
many of which call for action before the 
end of 1955 .. . 567 legitimate deductions 
for salaried employes ...459 items you can 
exclude from gross income ...463 Job-and- 
Profession check lists, with all possible ap- 
proved deductions for each occupation... 
48 State-by-State check lists, with all de- 
ductible local taxes in each state... 139 
Medical and Dental expenses you can de- 
duct 47 ways to increase your exemp- 
tions (includes new exemptions for de- 
pendents) ... 76 deductions for farmers... 
49 tax savings for home owners... 1,789 
tax savings pointers that may fit your par- 
ticular situation. 


Start No-Risk Savings Now 
This is your chance to start savings 


action now. Mail coupon today, at absro- 
lutely no risk, to: 


Simon and Schuster, Inc. 
630 Fifth Ave., N. Y. 20, N. Y. 





You will receive, with your copy 
of YOUR INCOME TAX, 
two free bonus dividends: 


FREE 


1. J. K. Lesser’s 50 BEST TAX-SAVINGS 
IDEAS, tested money-making ideas you 
can use in your business ... your job 

your home ... and your investments. 
. FILLED-IN TAX RETURNS, a 16- 
pege booklet with line-by-line entries to 
make sure you don't overlook any 
chance for savings. Mailed to you as 
soon as new tax forms are available 
You keep both—without charge—even 
if you decide to accept our full refund 
offer 


If You Use Tax Experts 
to Prepare Your Returns . 


Your accountant cannot catch every last 
deduction unless you give him all the in- 
formation he needs. Millions of taxpayers 
overlook tax savings because they are not 
awere of legitimate deductions available 
to them. A quick glance down the check 
lists in this book is likely to remind you of 
a dozen items you may have missed. You 
risk nothing. You may save a sizable sum 
with this book's aid. 


MAIL THIS NO-RISK COUPON TODAY 


ee ee ee eS eS eS eee ee ee eee eee eee 

Simon and Schuster, Pubiishers, Tax Dept. T-32 4 
630 Fifth Avenue, New York 20, N. Y. : 
Rush me copies K. Lasser's 
YOUR INCOME tax i950 | DITION, to- § 
gether with my © "s 50% 
BEST TAX- SAVINGS I EAS and FILLED. «¢ 
IN TAX RETURNS (as soon as tax forms are § 
released). I enclose $1.95 ~ copy for YOUR § 
INCOME TAX. If this book does not save me § 
at least $100, I may ret it for refund any 6 
time up to April 16, 1956 bonus dividends § 


are mine to keep. 
Name 
Address 

City 


Zone State 


N.Y .C. residents please add 3% sales tax 


en Se. Reheanee er oe 





NEXT ISSUE: 
Men of Steel. 
industry were 
Moreell was a blunt exce 
an alltime high. Forses tell 


America's security market place. 





Just nine months ago, the 
uardedly optimistic about 1955, but Jones & Laughlin’s Ben 
Steel production, 


s why Moreell, alone among top steelmen, guessed 
right and how his otaien paid off for J&L 


Bargain Counter or Promoters’ Paradise? 
the fabulous over-the-counter market where 


$15,000-a-share solid gold chips investment trust to the sheddiest of uranium 
promotion, answers investors’ questions about 


Chemical Reaction. Good 1955 news for chemical! stock investors 
Smoke Rings. Are the cigarette makers still groggy from the cancer scare? 


top men of the gargantuan steel 


said he, would rise 30% to 


Forses takes a penetrating look at 
you can buy anything from a 
this 


lesser-known segment of 








| TRENDS & TANGENTS 


Bitter disagreement over the Penta- 
gon's new policy to temporarily with- 
hold full payments on incentive-type 
contracts rather than run the risk of 
paying too much has tied the Navy’s 
plane procurement program in knots. 
Angry planemakers insist that they 
still have to pay taxes on the full 
amount of the contract even though 
they have not collected their full 
share of the profits. Counters the 
Navy: planemakers invest the excess 
funds in Government securities, col- 
lect interest on money which does not 
belong to them. 

. ° * 

The grain futures market, long the 
stronghold of out-and-out specu- 
lators, is being pushed by the giant 
brokerage firm of Bache & Co. as a 
suitable speculation for some rank- 
and-file investors who wish to offset 
a future rise in the cost of living. A 
typical Bache argument: Mrs. John 
Doe buys wheat because she thinks 
bread prices will increase. She pays 
more for bread, but she benefits by an 

| increase in the price of wheat. 
. . . 

American clockwatchers are appar- 
ently convinced that Europeans can 
build them just as accurate a time- 
piece as U.S. manufacturers. Clock 
imports are expected to number 3,- 

| §00,000 this year, a 400% increase 
| over 1951 when the duty was slashed 
These statistics may spark a new de- 
| mand for higher duties on clocks as 
well as watches 
* . ° 

Who reads business paper ads? 
Almost everybody, concludes New 
York’s Eastman Research Organiza- 
tion from surveys that show 94°) of 
all readers scan at least some of the 
advertisements. Among them, 30°; 
merely stumble across them because 
they happen to be in the way. But 
51% find them generally interesting, 
while another 19° search for 
about some product or service. 

° ° . 

“Where's the money coming from?” 
ask Wall Streeters in the wake of 
Eastern Air Lines’ and Pan American 
World Airways’ grandiose announce- 
ments that they will each spend some 
$350 million for a varied assortment 
of piston engine, turboprop and jet 
airliners over the next five years 
They also note that in the past 18 
years Pan Am’s cash flow income 
(depreciation plus net earnings) has 

| totaled only $240 million before div- 
idends. Eastern, one of the wealthiest 
of domestic carriers, has pocketed 
only $155 million from these two 
sources since 1937. 


news 
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Politicos and economists were alarmed | 
by the latest Farm Credit Adminis- 
tration report that farm debt during 
the first six months of 1955 had risen 
$3 million above last year’s $1-billion | 
mark. With farm income still falling, 
the FCA said, farmers were shifting 
to longer term financing secured by 
land and buildings. 

o . * 


Safeway Stores spooned a quarter of 
a million dollars out of its cash box 
to buy what it calls the largest single 
consignment of cutlery it has ever 
made. A full carload of Washington | 
Forge “Town and Country” design | 
tableware is being shipped to Denver 
to be put on sale simultaneously in | 
126 western Safeway Stores to catch | 
the Christmas trade 

° 7 . 


Booming tire business, Wall Streeters 
say, will enable the industry's Big 
Four—Firestone, Goodyear, Good- 
rich and U.S. Rubber—to top 1954 
earnings by anywhere from 15% to 
25°,. Firestone is expected to ring up | 
the biggest increase—$7 per share vs. 
$5.02 in 1954. Even U.S. Rubber, which 
suffered a $10-million loss in recent 
New England floods, will come 
through with a comforting increase 
in net profits. 

* ° 2 


Fair trade advocates, who were sing- 
ing the blues when two electrical | 
giants broke ranks, piped a different 
tune when the U.S. Supreme Court | 
refused to review a lower court de- 
cision upholding a Louisiana fair 
trade law. Westinghouse, which 
scrapped its fair trade prices through- 
out the country, reports a spurt in 
sales. But General Electric, committed 
to fair trade except in Michigan and 
Indiana, has announced it will spend 
$750,000 next year to detect price 
violators. 

+ . ° 


Common stock holdings by corporate 
pension funds tripled in three years 
ending December 31, says the Securi- 
ties & Exchange Commission. A SEC 
survey of 695 pension funds managed 
by corporations had $11.2 billion total 
assets at 1954’s end, an increase of 
more than 75% over the $6.4 billion 
in assets at the end of 1951. The $4.8 
billion in new money was invested 
largely in $2.1 billion of common 
stocks by Dec. 31, 1954, up from $718 
million at the end of 1951. Corporate 
bonds, $3.1 billion bought during the 
3-year period, couldn't keep up 
with the rate of growth shown by 
stocks during the period. Holdings of 
prefered stocks increased from $247 
million at the end of 1951 to $420 mil- 


lion. 
(CONTINUED ON PAGE 39) 
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NEW PORTER DIVISION 
MAKES TOP-GRADE 
TOOL STEELS 


The Vulcan Crucible Sceel Company, Aliquippa, 
Pennsylvania, has been making quality cool steels 
since 1901 

Becoming one of the thirteen divisions of H. K 
Porter Company, Inc., makes available to Vulcan all 
of the Porter facilities to better serve : ustomers, 
whether it be additional strategically located warehouse 
stocking facilities or the added technical and sales 
organizations of its sister Companies 

Vulcan stands ready to furnish you with an excellent 
line of tool steels —shock, die, hot work, high speed, 
and special purpose, from warehouse stocks or fab 
ricated to your order at our mill. These tool steels are 
available in standard or special rolled shapes, also 
finish forged to your requirements Send in your inquiry 
today and watch Vulcan's service go to work for you 


Divisions of H. K. Porter Company, Inc. 


ALLOY METAL WIRE, PROSPECT PARK, PA 
CONNORS STEEL, BIRMINGHAM, ALA 
DELTA-STAR ELECTRIC, CHICAGO, LL 

ESECO DIVISION, JOLIET, 1A 
LACLEDE-CHRISTY COMPANY, ST. LOUIS, MO. 
LESCHEN WIRE ROPE, ST. LOUIS, MO 
THE McLAIN FIRE BRICK CO., PITTSBURGH, FA 
QUAKER PIONEER RUBBER MILLS, SAN FRANCISCO, CAL. 
QUAKER RUBBER CORPORATION, PHILADELPHIA, PA. 
THE RIVERSIDE METAL COMPANY, RIVERSIDE, N. J, 
VULCAN CRUCIBLE STEEL CO., ALIQUIPPA, PA. 

THE WATSON-STILLMAN COMPANY, ROSELLE, NW. J. 
WATSON-STHLMAN FITTINGS, ROSELLE, N. J. 


H. K. PORTER COMPANY, INC. 


Executive Offices: Alcoa Building, Pittsburgh 19, Pa. 





planting wealth 


Every six minutes another pole goes up in 


General Telephone's growing areas. And America is richer for it, 


General Telephone ; : 
More people can communicate. Do more business. 
— supplies modern tele- 


phone service to com- 


Maintain stronger social ties. Live and work where they will... 
munities in 21 states 


and still be neighbors. 


—is owned by 75,000 
sharcholders 


an pain ieperiane halt Planting wealth is a daily part of the job for the nation’s 
billion dollars invested 
in plant and equipment largest independent telephone system, 





= GENERAL TELEPHONE SYSTEM 


one or AMERICA’S GRearT TELEPHONE everTreme . 260 MAOISGON AVENUE. NEW yorn«, Nw. V 
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“With all thy getting, get understanding” 


FACT AND COMMENT 





by MALCOLM 8S. FORBES 


IS “SMALL BUSINESS” SUCCUMBING? 


A favorite cry from the left, from the parlor pinks and 
would-be planners of a government-operated economic 
Utopia has been that small business, the little man, the 
individual entrepreneur, is withering on the vine; that 
big business gets bigger and battens on struggling small 
enterprises, using sheer size and brute force to snuff 
them out. The present furious m rger pace has given 
rise to fresh alarm and renewed outcry along these lines. 
An impression begins to prevail that a small number of 
giant corporations control the bulk of business in this 
country today, 

What are the facts? 

One-fourth of all corporations employ less than five 
employees. Seventy-five per cent of. all corporations 
employ fewer than twenty. Taking into account all firms, 
including unincorporated companies, partnerships, etc., 
seventy-five per cent have less than five workers and 
only about two per cent employ over fifty! 

Federal statistics indicate that in 1900 there were 21 
business enterprises in the United States for every thou- 
sand people. Fifty years later there were 27 such non- 
farm enterprises per thousand people. Every week new 
hundreds go into business for themselves; every week a 
number of companies fail. But the opportunities for indi- 
vidual initiative and enterprise are perhaps more un- 
limited than ever before. Every year publications of the 
financial community record new success stories of people 
who have built better the proverbial mousetraps and new 
securities are offered so that small, successful businesses 
can grow bigger. And the record books of the least suc- 
cessful are slammed shut. 

Ferment, change, new faces and new successes are 
still the rule. In our enormously expanding economy the 
giants indeed are more gigantic than ever, and thank 
heavens for that, because only thus can they risk millions 
in the tussle with each other to develop new products, to 
explore the harnessing of atomic energy and to under- 
take the million and one enormously expensive lab- 
oratory experiments that lead to new products. But 
proportionately and percentagewise, the little fellows 
are as numerous a progeny as ever and many of today’s 
corporate youngsters tomorrow will have, through brain- 
work and applied know-how, shouldered their way into 
the big league. 

Cartels and complacent monopolies stifled economic 
growth in many countries abroad between the two world 
wars. We have never made that mistake before, and 
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there is no indication that we will make it now 


us 
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SHIFTS IN “FAVORITE FIFTY” 

Six months ago I listed here the fifty most popula: 
stocks among investors using the Monthly Investment 
Plan to buy stocks with a regular monthly expenditure 
from $40 upwards. This barometer of common stock popu- 
larity is a relatively new one and presumably reflects to 
a considerable extent the preferences of new “man in the 
street” shareholders rather than the professional judg- 
ment which the holdings of mutual funds represent 

The latest list of the favorite fifty below shows some 


interesting shifts in the past six months 


FIFTY MOST POPULAR STOCKS 
Based on number of plans as of September 30, 1955 


NUMBER 
NAME OF STOCK OF PLANS NAME OF STOCK 


General Electric 2,435 Southern Company 251 
Radio Corp 1,702 international Nickel 247 
Dow Chemical 1,548 Columbia ( System 226 
Generai Motors 1,419 American Can 217 
Amer. Tei. & Tel. 1,160 Phillips Petroleum 216 


NUMBER 
OF PLANS 








Standard Oll of New Jersey 966 Greyhound Corp 211 
Tri-Continental Corp 834 Standard Oi! of California 210 
duPont de Nemours 636 Detroit Edison 205 
Motor Products 601 Sunray Mid-Continent Oi 201 
Union Carbide & Carbon 48) American Cyanamid 195 


Westinghouse Electric 462 Pub! vervice Electric & Gas 191 
Sperry Rand Corp 456 Aluminum Co. of America 189 
Guif Oj! 432 Commonwealth Edison 175 
National Biscuit 395 international Business Machs 175 
Pacific Gas & Electric J68 American Radiator 171 


U.S. Steel 165 loledo Edison 157 
American Airlines 159 byivania Electric Products 153 
Long island Lighting 4) Chrysier Corp 150 
Carrier Corp 340 international Harvester 150 
Olin Mathieson Chemical 437 General Dynamics 149 


Eastman Kodak Pfizer (Chas 149 
Canadian Pacific Ry General Telephone 148 
Lehman Corp Scott Paper 148 
Consolidated Edison Z Anaconda Co 146 
Socony Mobil Oi! Minnesota Mining & Mtg 


General Electric is still number one, widening its lead 
over RCA. Substantial jumps upward have been recorded 
by American Airlines from 25th place to 17th; American 
Can from 39th to 29th; and Olin Mathieson from 24th 
to 20th. 

Long Island Lighting, Greyhound, showed drops in 
public favor while Atchison, Topeka and Santa Fe, Good- 
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year and Safeway Stores failed to remain in the top fifty 
listing. Newcomers include Sperry Rand, now 12th, Gen- 
eral Dynamics and Pfizer. More than fifty per cent of the 
list consists of utilities (8 companies), electrical and elec- 
tronic (7), chemicals (6), and oils (6). Utilities have 
suffered somewhat of a loss in favor during the past six 
months with this group of investors while the electricals 
and electronics reflect a growing popularity 

Incidentally, this list offers some interesting compari- 
sons with the fifty stocks which are most popular with 
investment company managers. The favorite fifty of this 
latter group has undergone quite a shift since the first half 
of this year. Their list includes seven newcomers: Rey- 
nolds Metals, Radio Corp., Southern Railway, Aluminum 
Co. of America, Crown Zellerbach, Allied Chem. & Dye 
and Cities Service. They replaced C.LT. Financial, Ameri- 
can G&E, United Aircraft, Dow, Middle South Utilities, 
Ohio Oil and Houston Oil. 

In the order of preference, metals and oils enjoyed 
heavy buying by the professionals while the utilities 
dropped in the standings. Biggest jump in the ratings was 
recorded by Reynolds Metals, not on the list at the end 
of 1954 and now in 3lst place. 

The top ten stocks favored by investment companies 
are Standard of N.J., General Motors, du Pont, Amerada, 
International Paper, Bethlehem Steel, U.S. Steel, Texas 
Co., Standard of Calif., and General Electric. The only 
newcomer to this list is U.S. Steel, replacing Goodrich, 
now in 12th place. 


x 
“THE $64,000 TAX LESSON” 


The current television phenomenon is a program called 
“The $64,000 Question.” An estimated 55 million people 
view it every week and the results are front page news 
throughout the nation. American families by the multi- 
millions sit on the edges of their chairs wondering if the 
participants will risk their $16,000 to try and double it to 
$32,000, and whether they will 
jeopardize $32,000 in an at- 
tempt for twice that amount, 
or $64,000 

But now, as never before, 
as a result of the nation’s avid 
interest in this program, 
people who never before gave 
it a thought realize that win- 
ning $64,000 instead of $32,000 
is far, far from doubling what 
the winner can “take home.” MC, HAL MAKOH AND 

£32,000 WINNER 

According to the program di- 

rectors, thousands of viewers with good will in their 
hearts ‘phone and write urging the people contemplating 
risking their $32,000 not to do so, pointing out what the 
income tax does. Says the National City Bank: “The 
rules of the income tax supersede the laws of arithmetic. 
To a single person with a $4,000 income from other 
sources, a winning of $32,000 gets assessed an additional 
federal tax of $15,400 leaving $16,600 as the actual prize. 
An extra $32,000 winning would get assessed a tax of 
$23,292, increasing the prize by no more than $8,708. Thus 
he is risking an assured $16,600 for a chance to win an 
additional $8,708. 


“The tax laws treat people who are married or have de- 
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pendents less harshly. But our single person would need a 
nominal prize of $107,600 to have and keep $32,000, and a 
nominal prize running to $448,711 to have and keep $64,000. 
Prizes Before Tax Required te Double Prizes After Tax 
For single person with regular income of $4000) 


Share of 





Prize 
1,253.26 
2,558.75 
5,260.20 
11,675.47 
30,285.71 
107 600.00 
448,711.11 


i] 
we 


LSsean- 
8333388 
88383338 


“The program has provided a vivid illustration of the 
way confiscatory personal income tax rates stack the cards 
against risk-taking ventures. Tens of millions of listeners 
have seen people, because of tax considerations, decide 
against taking the chance of turning $32,000 into $64,000 
They rebel, not unnaturally, when the Internal Revenue 
collector claims the major slice of the pie. This strikes 
people instinctively as unjust. 

“Although less well advertised, tax rules dictate an- 
swers of ‘no’ every day of the week to businessmen, 
investors, and professional men of every description. The 
injury is not only tw the opportunities of people but also 
to the tax collections. Risk-taking enterprise affords the 
richest source of government revenues.” 

Removing incentive by too onerous a tax load is like 
taking the spark plugs out of the engine. England dis- 
covered to its woe that a confiscatory tax on people's in- 
come resulted in the unwillingness of most of the working 
population to keep on the job beyond about four days: 
“Why should we work a fifth day or more even for over- 
time? We only get to keep a very little part of what we 
earn so the with it,” was the cry that government 
met every time it tried to step up the production on which 
England's economic survival depends. 

The tax results of “The $64,000 Question” have alerted, 
in dramatic fashion, more Americans than ever before to 
this danger in our own country. 


x 


HEART DISEASE COSTLY BUSINESS 


President Eisenhower's heart attack has focused public 
attention on one of our gravest problems. 

Heart disease among executives has been immensely 
costly to their companies and stockholders. During 1946 
there were nearly 5,000 strikes involving 44% million 
workers with a total loss of 116 million man-days of em- 
ployment. That year strike losses were more than twice 
the normal, yet during this year 150 million man-days will 
be lost from heart disease, and the same comparable loss 
has been experienced for the past several years. 

Another comparison: in the four years of World War I, 
390,000 Americans were lost on the battlefield. In 
a single average year heart disease is responsible for 
almost 800,000 deaths—twice the casualties of the Second 
World War. 

Business men, as individuals and corporations, making 
a cold-blooded appraisal of the annual cost to their stock- 
holders of heart disease can, and should, invest in the 
work of the 1956 Heart Fund because adequately financed 
medical research will pay dividends in both the pre- 
vention and cure of a disease that presently represents a 
very high cost factor in almost every business operation. 
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The passing of ‘the medicine show’”’ 


...a hopeful message about ARTHRITIS 


Some of us can remember the colorful “medicine show” 
of yesteryear . . . and the persuasive, but deceptive, oratory 
of the self-styled “doctor.” The remedies he offered were 
fantastic, especially his “sure cure” for arthritis . . . or 
rheumatism as it was always called in those bygone days. 

Fortunately, the old-fashioned “medicine man” and his 
“sure cures” are on the way out. This is because nearly all 
of us now know the folly of relying on any treatment for 
arthritis other than those authoritatively approved. 


This enlightened attitude is all to the good. For arthritis, 
if it is to be successfully controlled, must be precisely 
diagnosed and treated according to the needs of each in- 
dividual patient. 


Even though there are as yet no specific cures, much can 
be done for the more than five million people in our coun- 
try whose cases have been diagnosed as arthritis, in one 
of its many forms. 


For example, osteoarthritis or degenerative joint dis- 
eases ... the type associated with aging . . . need not 
cause severe disability if diagnosed early and if the patient 
follows the doctor's advice. Indeed, this kind of arthritis 
usually responds well to treatment based on rest, weight 
control, mild exercise and avoidance of both mental and 
physical factors that may aggravate the disease. 
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Another common type of arthritis . . . rheumatoid arthritis 
+.» iS a more serious disease because it involves not only 
the joints, but the entire body. Moreover, it is not as- 
sociated solely with old age. Rather it affects people of all 
ages, most frequently young persons and adults in their 
prime. 


Fortunately, certain hormone extracts and other medi 
cations have brought great benefits to many who have this 
type of arthritis. It is not yet known, however, how pet 
manent the effects of these treatments will be 


The greatest good to be derived from any method of 
therapy for any type of arthritis depends not upon the 
doctor alone, but upon the patient as well. It is of the 
greatest importance for the patient to cooperate fully with 
the doctor, especially in regard to continuing treatment for 
as long as it may be required 


In fact, when rheumatoid arthritis is recognized early 
and treatment is carried out faithfully, well over 50 percent 
of those who have this condition can be spared serious 
disability and will obtain marked improvement. 


Metropolitan's booklet, called Arthritis, gives a concise, 
hetpful and encouraging account of this disease, including 
safeguards against it. Just clip the coupon below and a 
free copy will be mailed to you. 


Metropolitan Life insurance Co. 

1 Madison Ave., New York 10, N. Y. 
Please mail me a free copy of your 

booklet on Arthritis, 1155-1 





GOING PLACES ” the sands of tume 


with Cities Service... 


Prehistoric monsters left no stranger trail than these geologists 
surveying tidal Gulf Coast sands in the search for new reserves of oil. 


cities ® SERVICE 


A Growth Company 
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A WAR BABY GROWN UP 


Under the guidance of Don Mitchell, salesman extraordi- 
nary, Sylvania Electric has given a classic demonstration 
of how a war baby can make good in the postwar scramble. 


Lonc before he was 35, Don G. Mitch- 
ell was firmly established as one of 
the bright young sales geniuses of 
U.S. industry. He had demonstrated 
his talents heading up industrial de- 
velopment for McGraw Hill Publish- 
ing and the Niagara Mohawk Power 
Corp. In the °30s he had success- 
fully marketed American Can’s new 
paper containers for milk and cans 
for beer and rounded out his accom- 
plishments as general sales manager 
of Chicago’s giant Marshall Field & 
Co. At 37, Don Mitchell was in his 
third year as sales vice president of 
the fast-moving Pepsi-Cola Co. when 
the Sylvania Electric Products, Inc., 
made him a challenging offer. 

Big-Time. Sylvania at that time was 
an almost classic example of a war 
baby. From a prosperous little manu- 
facturer of light bulbs and radio tubes 
with eight small plants and annual 
sales of $8 million, Sylvania had rock- 
eted into the $100-million-a-year 
class after Hitler launched World War 
Il. In the war years Sylvania turned 
out 95% of the intricate little tubes 
that actuate proximity fuses and many 
of the fuses for the armed forces. 

Sylvania, however, was not think- 
ing of such lethal weapons when it 
hired Don Mitchell. Having tasted the 
heady wine of big business, Sylvania’s 
directors had no intention of return- 
ing to their former homely prosperity. 
As vice president for sales, Mitchell 
was put to work adapting the swollen 
Sylvania organization for the oppor- 
tunities of a gadget-and-luxury- 
starved postwar market. 

*Traded NYSE 


4374; low 43% 
1955 payout 


Price range (1955): high 
Dividend (1954): $2. Indicated 
$2. Ticker symbol: SEP 
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In 1946, a year when defense can- 
cellations slashed Sylvania’s sales in 
half to $69 million, Don Mitchell 
moved into the president's suite at 
Sylvania’s Manhattan offices. 

Rockets & Rainbows. Last month, 
now president and chairman of flour- 
ishing Sylvania, Don Mitchell could 
look back on a job well done. In com- 
petition at many points with General 
Electric and Westinghouse, Sylvania 
had kept up in rate of sales growth 
(see chart) with the Big Two of elec- 
trical products. With sales currently 
running at a $300-million-a-year clip, 
Sylvania was a distant but by no 
means sluggish thirdt in the industry. 
Sylvania was running neck-and-neck 
with giant RCA for the title of the 
nation’s largest manufacturer of TV 
and radio picture and receiving tubes, 
supplying $100-million-a-year 
worth of these electronic guts for its 
own sets and those of other manu- 
facturers. In the burgeoning fluores- 
cent light field, Sylvania claims to be 
second only to G.E. In ordinary in- 
candescent bulbs it is a very close 
third to the Big Two. And against 
such high-powered merchandisers as 
Motorola and Admiral, Sylvania has 
elbowed its way into the list of the 
Top Ten manufacturers of TV sets. 

At the helm of manifold activities 
running from rocket fuels to color 
TV, Mitchell today runs a $190-mil- 
lion (total assets) business, so broad- 
ly diversified that even the Great TV 
Slump of recent years failed to halt 
its steady rise in sales. 

Stumbling Blocks. Nor 

iFirst, General Electric (1954 sales; $2.9 bil- 


lion), second, Westinghouse (1954 sales: $1.6 
billion) 


some 


has this re- 
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ot UP WITH THE GIANTS 


has kept up with the Big Two 
in growth of soles. In dollar sales, 
however, Sylvania is barely 10% 
of GE, 20% of Westinghouse 
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DON MITCHELL: 


ladies prefer soft lights 


markable growth come effortlessly as 
an inevitable result of the great elec- 
tronics boom. In electrical equipment 
had their 


example, the 


giants have 
Witness, for 
sickening 40° 


even the 
troubles 

drop in Westinghouse’s 
earnings during the first half of 1955 
as a result of brutal price-cutting in 
field 
Or consider how mighty General Elec- 


the heavy electrical equipment 
tric for several years had to make up 
the losses of its sagging TV set line out 
of profits 
Charles Francis Adams’ Raytheon 
Manufacturing Co. showed no worth- 
while profits until 1950 

Mitchell 
more than 
Unlike 
Electric, 
known to the 


from its other divisions 


had 


headaches 


and Sylvania have 


their share of 
General 
name little 
Don Mitchell 


with character- 


Westinghouse and 


Sylvania was a 
public 
solved this problem 
istic ingenuity: he 


simply picked up 


established brand 


made the 


names, gradually 


transition to the Sylvania 
label. Thus in 1946 
Wabash, a well-established manufac- 
turer of photoflash bulbs. Gradually 
substituting the Sylvania label for the 
Wabash one 
pany along to a point where Sylvania 
claims to have sewed up a fat 50% of 
the 500-million 
graphic market 

Mitchell used the same technique to 
get a foothold in radio and TV 
Sylvania had long been an important 
factor 


he snapped up 


Mitchell nursed the com- 


bulo-a-year photo- 


sets 


in the radio tube business and 
was destined for an important part in 
But 
$3.2 mil- 
Colonial 


the making of TV picture tubes 
Sylvania made no sets. For 
lion, Mitchell bought the 
Radio Corp., supplier of “house” brand 
radios for Sears, Roebuck, and car 
radios for General Motors and Chrys- 
ler. Colonial became Sylvania’s Ra- 
dio and Tele Division 


ision today a 
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major producer of TV receivers and 
radios at four of Sylvania’s 44 plants. 
Just where Sylvania stands in the 
production of TV sets the company 
will not say—except to claim to be 
among “one of the ten largest (though 
not one of the five largest).” Wall 
Streeters put the figure at 4%-5% of 
last year’s 7.3-million set market. 

Which Way? But for all this branch- 
ing out into TV sets, as Mitchell well 
knows, the biggest single item in Syl- 
vania's business is the big, gleaming 
picture tube and smaller receiving 
tube that it turns out for other manu- 
facturers as well as its own sets. This 
has set more than one Wall Streeter 
to wondering whether Sylvania wants 
to be primarily a maker of labeled 
consumer goods or a supplier to other 
manufacturers. The answer probably 
is that Sylvania will continue doing 
both. Mitchell frankly admits to being 
in something of a quandary. “We have 
made our mark by being a supplier to 
others,” says be. “How far can you 
compete with your own customers?” 

But a moment later it is Mitchell 
the salesman speaking. “Once you win 
consumer sales,” he says, cheerfully 
taking the other tack, “they're the 
safest. You're spread over millions of 
customers. In the industrial market— 
say you have 10 big customers. A 
price change could cause all of them 
to leave you.” 

Two-Way Stretch. Right now Don 
Mitchell admits to eyeing several new 
consumer goods lines. Undaunted by 
marketing problems that have caused 
such big companies as IT&T, Inter- 
national Harvester, RCA to get out of 
the refrigerator-washer-dryer lines, 
Mitchell has long felt a yen to plant 
the Sylvania banner in this rich but 
competitive market. For one thing, 
these “white goods” sell during sea- 
sons when TV sales lag. Following his 
usual practice Mitchell is considering 
buying an established line, gradually 
changing its label to Sylvania. 

Actually, there is a definite logi- 
behind Sylvania’s division of efforts 
between consumer and industrial mar- 
kets. Take the TV set business, for 
example, “Television,” Mitchell re- 
cently told stockholders, “is rapidly 
reaching . . . a saturation point.” But, 
far from going into a slump, Mitchell 
says he expects replacements, the 
steadily increasing number of two-set 
homes and eventual color TV to keep 
demand on a high plateau. “When 
sales of new TV receiving tubes go 
down,” Mitchell explains, “you auto- 
matically sell more replacements for 
worn-out tubes in older sets.” 

Bright Lights, Electric lamps, of which 
Sylvania last year probably sold some 
$35-$40 million worth, are an example 
of the company’s two-way approach 
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to marketing. Traditionally most of 
Sylvania’s sales were to large-scale 
users such as factories, department 
stores and theatres. GE and Westing- 
house had pretty well tied up variety 
stores and supermarkets, and othe; 
mass consumer outlets. Mitchell, how- 
ever, has come up with several mer- 
chandising gimmicks to carry off more 
of this $600-million-a-year (retail) 
market. One was the introduction 
of a five-bulb container to stimulate 
beer, soft drink and 
photo film makers have used 
easy-carry packs to wheedle the 
shoppers into buying more 

After studying the market carefully 
for a long time, Sylvania a few months 
back came up with still another po- 
tential bulb-selling idea: a pear|l-pink 
tinted bulb, casting a soft, subdued 
light. Mitchell is intrigued by the 
way many women turn down the 
lights and light candles for dinner 
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Most manufacturers have long shunned 
tinted bulbs on the ground that they 
give less light for the amount of cur- 
rent used. Mitchell disagrees. “The 
says he, “doesn’t want 
efficient lights throughout her home. 
Candlelight is softer and more 
flattering.” Promotion emphasizing 
the decorative effect of Sylvania’s 
new “Softlight,” has already boosted 
Sylvania bulb sales considerably. 
By such promotions, Mitchell hopes 
to repeat his success in the other part 
of the lamp business: fluorescent 
lighting where Sylvania now claims 
second place behind General Electric. 
Sylvania had been in the business 
since 1938, but so had its two bigger 
competitors. Mitchell, however, saw 
a sales opening. His competitors pro- 
duced only bulbs, not the fixtures. By 


housewife,” 


adding a fixture line and concentrat- 
ing advertising promotion on the fix- 
tures rather than the bulbs he gave 
a big sales push to both items, since 
all Sylvania fixtures came equipped 
with Sylvania bulbs. Today Sylvania 
has nearly 25° of that. 

TV Stalwart. Light bulbs, as Don 
Mitchel! well realizes, for all their 
steady, dependable glow, have only 
limited prospects for future growth. 
In Sylvania’s sales mix, they have 
long been eclipsed by television. 
Counting picture tubes, receiving 
tubes and radio and TV sets, that lusty 
young industry accounts for 50c out 
of every $1 of Sylvania’s sales. 

But for all this dependence on liv- 
ing room entertainment, Mitchell has 
never gotten quite as wrought up over 
the apparent mirage of color TV as 
some of his competitors. Not that Syl- 
vania has been spared from any dam- 
age to sales of new black-and-white 
sets caused by premature expectations 
of popular-priced color receivers. But 
Sylvania’s replacement business has 
been a strong potential cushion. 

Nevertheless, Sylvania is not act- 
ing like a company that expects color 
TV to burst on the industry the day 
after tomorrow. Mitchell recalls how 
the color optimists have already 
scaled their 100,000-set sales predic- 
tions for 1955 down to 75,000, 50,000 
and finally 30,000. Says he calmly: “A 
great deal of development work lies 
ahead. .. . Color is coming, but it is 
not just outside the door.” Meanwhile, 
Don Mitchell and his associates leave 
no doubt they hope to get their share 
of the expected 3-million-set annual 
market when new developments have 
brought color TV prices down to earth 

Glamour Businesses. There is no 
doubt about it. Sylvania is closely 
tied to TV. Radio-TV products ac- 
counted for some $140 million of last 
year’s sales; lighting, fixtures and pho- 
toflash bulbs accounting for around 
$70 million. But the remaining $70 
million or so is no mere collection 
of odds and ends that can be lumped 
under “miscellaneous” and quickly 
forgotten. In many respects it is the 
most intriguing part of Sylvania’s 
business. Here Sylvania is dealing 
with the more mysterious yet highly 
useful behavior of the electron as 
tamed by photoelectric cells, vacuum 
tubes and the like. In the strictly 
non-TV aspects of electronics, Syl- 
vania turns out radar systems and 
parts, special military devices, tran- 
sistors, diodes, crystals, magnetrons 
and even small computers. With prod- 
ucts like its fluorescent powder, Sy!- 
vania touches on the fabulous realms 
of chemistry and metallurgy. 

The fact that most of the orders in 
these lines emanate from brass-hatted 
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gentlemen in the Pentagon does not 
much bother Sylvania executives: 
better relations with the Soviet Union 
may lead to smaller outlays for bat- 
tleships, tanks and artillery; it is not 
likely to lull the U.S. Government into 
letting down its electronic guards. 
Wall Streeters who do not know an 
electron from an electrode, neverthe- 
less grow visibly excited when elec- 
tronics is mentioned as an investment. 
Even the more conservative predic- 
tions show why. All the TV sets sold 
in the U.S. this year will probably be 
worth, at factory prices, just short of 
$1 billion. By comparison with the 
rest of the electronics market this is 
comparatively small change. The 
Government alone will spend $2.5 bil- 
lion for electronic devices. Commer- 
cial sales of electronic devices will 
probably hit two-thirds of a billion 
dollars. Financial and _ industrial 
pundits are pretty unanimous in pre- 
dicting a $20-billion annual electrical 
and electronics business by 1965, as 
compared with $9 billion now. 
Footholds. Mitchell is convinced 
Sylvania is already on the ground 
floor for the commercial applications 
of electronics. The company says it is 
the world’s largest manufacturer of 
crystal diodes, used, among other 
things, in the exciting new electronic 
business machines. Sylvania, more- 
over, already has a number of ex- 
tremely interesting footholds in sev- 
eral other fields. A few of them: 
eSylvania is the leader in nuclear 
fuels, has done a great deal of re- 
search on the vital problem of re- 
processing spent fuels. “Sylvania,” 
said a recent company announcement, 
“is participating in every known re- 
actor project.” Adds Mitchell: “The 
question now is whether we should 
stay there, and supply fuel to others, 


SYLVANIA TV SET ASSEMBLY ; 
far can you compete with your own customers? 
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or team up with a reactor builder.” 
eAlready knee-deep in guided mis- 
sile propellants, Sylvania executives 
believe they are now engineering 
complete missile systems. “Maybe,” 
says Mitchell speculatively, “we ought 
to acquire an airplane company.” 
Skeptical Yardsticks. Despite all these 
glowing growth prospects, Wall 
Streeters have not been inclined to 
measure Sylvania with quite the same 
yardstick they apply to industry lead- 
er General Electric or some of the 
more glamorous electronic, atomic 
and chemical stocks. At current prices, 
Sylvania is selling at about 15 times 
1954 earnings, barely 11 times pro- 
jected 1955 earnings. General Elec- 
tric, by way of contrast, is selling at 
21 times last year’s earnings, roughly 
18 times projected 1955 profits. More- 
over, at current prices Sylvania sells 
at only a 50°, premium over its year- 
end book value of $30.11 a share. GE 
now sells at four times book value 
Some security analysts blame this 
state of affairs on Sylvania’s heavy 
dependence on notoriously unstable 
TV business. Sylvania’s sales have 
grown steadily since 1946 with the 
exception of a 4% drop last year. But 
earnings, squeezed by the TV slump, 
fell from $4.88 in 1950 to $2.76 last 
yeal table). Sylvania execu- 
tives, frank to admit they are dissatis- 
fied with the return on this part of 
their business, take some comfort in 
pointing out that they are not suffer- 
ing alone 
Mitchell that past financial 
policies may also have hurt the com- 
pany's stock reputation on the street 
Since World War II, Sylvania has 
trudged to Wall Street for fresh capi- 
tal no than seven times. “The 
boys got a little tired of seeing us 
there,” concedes Mitchell. “That's 


(see 


feels 


less 


probably 
little 
As a consequence of all this finan- 


stock has sold a 


some 


why our 


lower than others.” 
cing, Sylvania recently was carrying 
a $41.8 million in debt and nearly $20 
million worth of preferred stock. In 
addition 
stocks 


conversions ol preferred 


sales of new common to raise 


10% stock 
dividend in 1953 have boosted Sylvan 


expansion money and a 
ia’s common shares outstanding from 
just over 1946 to a cur- 
short of 3 


Thus, while earnings have quadrupled 


1 million in 
rent figure just million 
during the period of postwar expan 
large! 
number of shares to split them among 

Fiscal New Look. Mitchell and W 
Benton Sylvania’s financial 
vice this 
calling in of outside capital is a thing 
of the past 


sion, there is a considerably 


Hat rison 


president, claim 


constant 
As things stood recently, 
Sylvania’s total investment in plants 
and property stood at $92.7 million up 
from than $20 1946 
The sheer size of Sylvania’s present 
plant will in itself 
some of the capital problems 


less million in 


investment solve 
Depre- 
ciation and amortization charges are 
now pouring cash into Harrison's cof 
fers at the rate of nearly $9 million a 
yeal 
back sufficient 
to pay for most expansion needs 

On the other 


balances 


This sum together with plowed- 
earnings is probably 
hand, Sylvania’s cash 
than $8 mil- 
year-end, and Don 
pretty ambitious 
Says Mitchell 
characteristically flam- 
Our energy 
within ten years 
as all of Sylvania 


stood at less 
lion at the latest 
Mitchell has 
ideas for the 
speaking in 
boyant 
activities alone 

could be as large 
today.” Whether Sylvania 
out all these plans without 


some 
future 


terms atomic 


can carry 
furthe: 
transfusions of outside capital remains 
to be seen 

But whatever 
howeve! 


Sylvania makes and 
it finances its future activi- 
ties, one thing is clear. Whether deal- 
ing with rockets or rainbow-hued TV, 
Sylvania now has the organization, 
the facilities and the experience to 
manufacture and sell them profitably 
For Sylvania is a classic example of 
the war baby that grew up 





ABBOTT’S CHAIRMAN STILES (LEFT) WITH PRESIDENT VOLWILER 


DRUGS 


MODEST AMBITIONS 


By eschewing “miracle” drug sensations and spread- 
ing its bets on everything from anesthetics to chicken 
feed, venerable Abbott Laboratories has achieved 
a stability that is rare in today’s drug business. 


Rucur after World War II the usually 
staid drug manufacturers took off 
their gloves and fought a merciless 
price war that collapsed penicillin 
prices from $20 a unit to 20c. Since 
then Wall Streeters have ceased to 
the $1-billion ethical (pre- 
scription) drug business as a paragon 
of stability. The industry's reputation 
for steady sales and earnings received 
fresh blows when leading drug manu- 
facturers rode a fiscal roller coaster in 
the early ‘50s (see chart) as the med- 
ical and price status of “wonder 
drugs” such as Parke, Davis’ chlor- 
omycetin and Merck's cortisone fluc- 
tuated wildly 

Middie Course. But during all this 
turmoil, North Chicago's 67-year-old 
Abbott Laboratories” steered a steady 
course. Parke, Davis’ sales dropped 
26%, from 1951 to 1955 and earnings 
were halved to $1.91. In the same 
years Merck's sales gyrated between 
$120 million and $106 million and net 
fell from $1.62 per share to around $1. 

Abbott, meanwhile, was quite un- 
perturbed. Its sales rose almost im- 
perceptibly but steadily from $84 mil- 
lion to $88 million. Even a sharp and 
totally unexpected loss caused by 
1954's currency depreciation in Brazil 
and Mexico shaved Abbott's 1953 
earnings by only l4c, to $2.21. 


regard 


*Traded NYSE. Price range (1955): high 
40%; low, 39%. Dividend (1954): $1.85. Indi- 
cated 1955 payout: $1.80. Ticker symbol: ABT 
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This stability is no 
Abbott's scholarly President 
Volwiler has long planned 

Abbott maintains a broad 
product line that reads like a glossary 
of the drug business. Its 700 items in- 
clue anesthetics, antibiotics, vitamins 
and nutritionals, intravenous solu- 
tions and dozens of other groups. Thus 
Abbott is never dependent on the fate 
of any one item. Says Dr. Volwiler 
“No single product dominates our 
sales. Our profit mix is improving, but 
no one thing is responsible.” 

But, as Wall Streeters well know, 
stability often has its price. In the first 
lap of 1955, Abbott's sales gained 5° 
from $43 million to $45 million and 
earnings rose 15% to $3.2 million 
This, however, is hardly notable in 
a year when Schering Corp. has more 
than doubled earnings with its new 
arthritic drugs, and Smith, Kline & 
French has done as well with its new 
mental health drug. 


Profits Formula 
accident 
Ernest H 
it that way 


Dr. Volwiler, while impressed, has 
not forgotten the way many earlier 
drug successes have ended as finan- 
cial fizzles. Says he: “The field soon 
gets crowded when a new drug starts 
making money.” 

Ambitious Plodding. Abbott, instead 
of trying to get to market first with 
sensational new products, concen- 
trates on further broadening its prod- 
uct line—not only ethical drugs but 


also in fine chemicals. It sells some 
of these products to other pharma- 
ceutical manufacturers. Volwiler’s fine 
chemicals division produces chemical 
intermediates, medicinal chemicals & 
alkaloids, feed additives and foods and 
beverages. Never a man to neglect 
the prosaic, Volwiler adds: “Don't 
forget that animal feed supplements 
is a growing field.” 

To keep a steady stream of such 
products flowing Abbott employs 440 
researchers. Year after year, almost 
like clockwork, Abbott markets a 
half-dozen new ethical drug products 
that do not get much publicity but are 
dependable sellers 

A few years ago Abbott made one 
of its few ventures into relatively un- 
explored fields by starting the pro- 
duction of radioisotopes. This under- 
taking has never shown much in the 
way of profits, but Volwiler plans to 
stay in the field. Says he: “We're not 
making much money out of the iso- 
topes, but it is a service to the med- 
ical profession and a credit to Ab- 
bott.” Demand from doctors, clinics 
and hospitals for the radioisotopes in- 
creased so rapidly that Abbott's Oak 
Ridge, Tennessee laboratory is step- 
ping up capacity by 200%. 

Straight Ahead. But such exception- 
al developments notwithstanding, Ab- 
bott plans no basic change in its pol- 
icy of playing the field. Says Board 
Chairman James F. Stiles: “If general 
business and trade price stability stay 
on an even keel—which we anticipate 

our earnings will not only go sub- 
stantially ahead this year but con- 
tinue into 1956.” Adds Dr. Voiwiler 
“We can best serve the medical pro- 
fession and our stockholders by con- 
tinuing to emphasize the general line 
of products we make best.” 


Earnings (1950 ~ 100%) 


UPS « DOWNS or | 
DRUG PROFITS 


Abbott has been a rela- 
‘, tively stable profit-maker in 
\\o rather unstable industry. 4 
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TURBOPROP-POW ERED VISCOUNT 


AIRLINES 


CAPITAL GAINS 


All that Capital Airlines ever felt it needed to 
fight off ferocious competition were new planes 


and new routes. 


Wuen Capital Airlines’* audacious 
James Henry (“Slim”) Carmichael 
slipped away to Britain to order a 
$67-million fleet of turboprop-pow- 
ered Viscounts a year ago, his sheep- 
ish competitors were quick to describe 
the trip as a desperate bit of barn- 
storming. In a sense they were right 
Ever since Carmichael took over the 
controls of deficit-ridden Capital in 
1947, the U.S.’s Big Four airlines 
American, United, TWA and East- 
ern-——have been giving his Washing- 
ton-based carrier a bumpy time 
Wherever he sent his planes—to Chi- 
cago, Detroit, Philadelphia, Atlanta or 
New Orleans—80% of his routes were 
swarming with fast modern airliners 
operated by his wealthy competitors 
Although Carmichael has since 
managed to put Capital in the black 
despite an ill-assorted fleet of out- 
dated DC-3s, DC-4s and Constella- 
tions, his rivals have been ringing up 
far lusher profits. In the past five 
years Eastern has held onto an av- 
erage 24.1 cents operating profit (be- 
fore depreciation and taxes) from 
each dollar of revenue, a return al- 
most, matched by American’s 23.4 
cents and United’s 22.6 cents. Capital, 
by contrast, has had a hard struggle 
to squeeze out a mere 11.9 cents 
Bold Move. Realizing that Capital's 
*Traded NYSE. Price range (1955): high, 


37'2; low, 22%. Dividend (1954): 5% stock 
Indicated 1955 payout: None. Ticker symbol 
CAR 
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Last month it finally had both. 


troubles could not be cured by mere- 
ly matching its rivals’ equipment, Car- 
michael decided to introduce a revo- 
lutionary new plane no one else had 
One day last July he did just that 


Three sleek Viscounts splashed with 


Capital's red markings roared up from 
the runway at Washington's National 
Airport on their first scheduled flights 
to Norfolk and Chicago. By 


of the year 


the end 
Carmichael expects to fly 
five more of them. Sometime next 
year Viscounts will go into service at 
the rate of three or four a month, and 
by early 1957 Capital's entire 55-city 
network will be linked together by a 
spanking new 60-plane fleet of turbo- 
props. Not another airline in the 


country will boast a single one 


that Carmichael got the 
jump on everyone else, his critics have 
long been that Capital 
could not restore the competitive bal- 
ance quite so simply. What will hap- 
pen, they ask, when American and 
Eastern take delivery on their own 
turboprops——Lockheed Electras——in 
1958? Won't these big carriers bounce 
Capital right back into its lowly posi- 
tion as an also-ran? 

Until month the argument 
seemed entirely cogent. Ever since it 
was organized, Capital has been try- 
ing to make a profit from the most 
tangled route structure ever devised 
While its free-flying competitors oper- 
erated nonstop flights from New York 


Granting 


convinced 


last 


Detroit 


antique 


to Chicago and 
hobbled by 
effectively 
league competition 


Capital was 
restrictions that 
eliminated it from big 
It had the right, 
for example to serve both Atlanta and 
Birmingham out of New York—but 
not on the same flight. As a result, 
Eastern's Rickenbacker 
traffic was 
left to struggle along with what few 
scattered Rickenbacker 


gobbled up 
most of the Carmichael 
passengers 
could not handle 

A Helping Hand. Last month the 
Civil Aeronautics Board decided that 
it was high time to straighten out 
Capital's route structure and, at the 
same 
Fou competition. In a series 
of swift (for the CAB) decisions, the 
Board lifted all restrictions on Capi- 
flights New York to 
Philadelphia, Pittsburgh, Detroit and 
Chicago. Capital now can fight Amer 
ican, TWA and United on more nearly 
even 


time, give the high-flying Big 


tougher 


tal’s from 


terms 

The CAB had something even bet- 
ter for route-hungry Slim Carmichael 
Noting that American was still oper 
ating the New York-to 
Buffalo as a monopoly, the CAB 


cut Capital in on it and added Syra 
cuse and 


gilt-edged 


routs 


Rochester as intermediate 
New York-to-De 
Looking South, the Board 
that Capital be 
with Eastern on 
New York-Atlanta 
New Orleans run which has long been 
Ri kenbac ke! Ss 
Said Slim 


waiting fo1 


Way tops on its 
troit flight 
also recommended 


given equal tatus 


the high-density 
one ol private gold- 
“T've 
like this 
to happen for eight long years.” 

Out of the Rut. But the 
also put a crimp in Carmichael’s strat 
egy of cushior ing his 
penditures by 
cratit 


mines Carmichael 


been something 


decisions 
new-plane ex 
selling his old 


piston 


engine 


as Viscounts arrived to 


CAPITAL'S CARMICHAEL: 


the lead came quickly 
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replace them. Earlier this year, Capi- 
tal sold several planes at a nice profit, 
thus wound up with seven months’ net 
earnings of $3.9 million. In 1954, the 
second-best year in its history, Capi- 
tal had earned only $1.7 million. “That 
plan has been changed,” says Car- 
michael. “These new routes will mean 
traffic. For a while we'll need 
all the equipment we have. In fact, 
we'll probably have to start thinking 
about buying more new planes.” One 
of the planes that currently “inter- 
ests” Carmichael: a bigger, faster, 
longer range version of the airliner 
that has already begun to pull Capi- 
tal out of its competitive rut 

By the end of September, Capital’s 
three Viscounts were operating with 
an 84% load factor (i.e., 84°, of avail- 
able seats occupied). The Constella- 
tions they replaced rarely flew more 
than half-full, “Passenger 


more 


accept- 
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Latest 12-Montu Resutts 
13.5°% 


return on 
equity, equity growth, 12.1% 
ance,” Carmichael, “has been 
wonderful. As far as the Carmichael 
neck is concerned I feel 
comfortable. And with 
well, even our competitors 
have to admit we're pretty far out in 
front. For the first time in our history, 
we're actually in a lead position.” 
The lead may grow. On the CAB 
docket right now is a recommenda- 
tion that Capital hook up with Conti- 
nental Air Lines at Chicago to form 
another: trans-continental system 
alongside American's, TWA's and 
United's. Still awaiting a CAB de- 
cision, moreover, is Capital's applica- 
tion (along with others from Delta, 
Colonial and Northeast) to throw its 
Viscounts into the rich New York-to- 
Florida market now served exclusive- 
ly by Eastern and National. “That 
route,” insists Slim Carmichael, “defi- 
nitely needs another strong carrier.” 


says 
much more 
these new 
routes 
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FOOD 


PET PROFITS 


Quaker Oats’ John Stuart is counting on dogs 
and cats as well as humans to keep his stockhold- 
ers’ dividend-diet healthy. He also banks on a 
$10-million “forced loan”’ as an inflation hedge. 


With 


teristic dry 


what his cronies call charac- 
humor, short-statured, 
sinewy John Stuart, 78, board chair- 
man of $134-million (assets) Quaker 
Oats Co." remarked at a meeting last 
that “the country is going to 
the dogs.” He then proceeded to cite 
statistics to prove it: in 15 
years the U.S.’ dog population has in- 
creased 33°,, while its human popula- 
tion only 22°. More tin 
cans were used for dog foods this year 
than for all 


consumption 


That has plenty to do with Quaker 
Oats’ sales, and especially with thei: 
rapid rise to a new all-time high of 
$276.3 million (up $10.2 million) for 
the fiscal year ended June 30. A sub- 
this increase 
Quaker Oats’ pet 
told pet food 


month 


canine 


has grown 


meats canned for human 


stantial share of 


was 
racked up by 
division. All 
and cattle feed accounted for 
29 of Quakers Oats’ sales 
contributed another 29°, 


mixes, 16° 


food 
poultry 
roughly 
Cereals 
flour 

furfural 
chemical compounds and other miscel- 
laneous 


and 


ready grains, 


items, 26°; 


Quake: into pet foods in 
1942 when it bought Illinois’ Chappel 
Bros. Co Ken-L-Ration 
the first canned dog food. It was not 
until 1950 that Stuart discovered cats 
It came about because Quaker Oats 
needed fish meal for its Ful-Of-Pep 
cattle and the 
Ken-L food. To get it, 
Quaker Oats bought up a ready-made 
west coast seafood packer, Coast Fish- 
ing Co thereby also 
Puss N’ Boots Cat Food 


Uats got 


makers of 


and poultry feeds 


Ration dog 


acquiring its 
Surprise Shot. With pet foods thriv- 
ing and overall sales booming, John 
Stuart shared the company’s expan- 
sive feeling of prosperity with stock- 
holders by boosting the quarterly div- 
idend on Quaker Oats’ common by a 
nickel, to 40c. Thus Quaker Oats’ 14,- 
290 stockholders got a little over half 
of the 37c increase in net per 
(which rose to $2.75) in 1955 
According to the canons cf Wall 
Street's balance sheet analysts, Quak- 
er Oats’ static 8.5% pretax profit mar- 
gin would not, by sound rules of ac- 
counting, warrant the 
idends 


share 
fiscal 


div- 
But tax savings and a more 


boost in 


*Traded NYSE. Price range (1955) 
337,: low, 30%. Dividend (1954): $1.40 
cated If $1.60. Ticker symbol! 


high 
Indi- 
OAT 


pavout 


rapid turnover of inventory provided 
the extra margin of income that made 
an increase payout possible. Even aft- 
er the new dividend disbursement, 
Stuart still had cash-box items total- 
ling $32.9 million, a record high. 

A Lean Must. Two notes in the an- 
nual report Stuart mailed out to 
stockholders last month fell into the 
category Wall Streeters call “sleep- 
ers” (i.e., calculated risks that look 
good but could change quickly) 

*If unconsolidated net earnings of 
Quaker Oats’ foreign subsidiaries (in 
England, Denmark, Holland, Germany 
and South America), totaling $1.25 
million, were added to its reported 
earnings, Quaker Oats’ true net per 
common share would have been $3.08 
per share, or 39c higher than reported 
If the $5-million book value of Quak- 
er Oats’ foreign plants and properties 
were taken account of, the book value 
of the common shares would rise from 
$21.60 to $23 a share 

*An agreement under which the 
company must borrow an additional 
$10 million from the Prudential In- 
surance Co. by December 1, 1955 at 
3%, due February 1, 1977. Quaker 
treasurer W. H. Ball explains the 
compulsory $10-million loan 
Prudential as “an inflation hedge.” 
“We agreed in 1952,” he says, “to bor- 
row $20 million from the Prudential 
Our agreement, with a very attractive 
rate of interest (342%), 
row 


from 


was to bor- 
$10 million immediately and $10 
million later. We don’t need the mon- 
ey now, but won't lose money because 
we must take it with no commitment 
fee and at a rate of interest more at- 
tractive than we could get today.” 
There are, however, two big ifs in 
these items. Will Quaker Oats’ for- 
eign sales continue on the upgrade, 
thus allowing the company eventual- 
ly to draw on a larger portion of its 
overseas profits for stockholders’ 
benefit? And will the interest rate on 
long term corporate borrowings re- 
main above 34° until 1977? Right 
now the going rate to major compa- 
nies is around 334%, the cost to Gen- 
eral Motors on its recent $200 million 
20-year debentures. If it falls much 
below that, the Prudential deal, like 
the untouched foreign earnings, will 
mean nothing as far as Quaker Oats’ 
stockholders are concerned. 
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From each dollar of revenues, the Greot Northern (colored 
line) consistently rings up o higher operating profit than most 
U. S. roads, and nets much more than its major competitors 
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GREAT EXPECTATIONS 


Thanks to nature, economics and the big 1955 
boom, Great Northern's John Budd now admits 
his early earnings estimates were way too low. 


As president of the U.S.’s eighth 
longest (8,288 miles) railroad system, 
the Great Northern Railway’s* John 
Budd has a reputation for caution. 
When Budd stood before New York's 
Society of Security Analysts last April 
to try his hand at predicting GN’s 
1955 fortunes, he delivered 
turned out to be one of the 
prize understatements. 

The Great Northern, said Budd in 
carefully measured tones, would prob- 
ably haul enough freight this year to 
boost earnings a modest 5%, to around 
$26.7 million. But only, he hedged, if 
grain harvests in Montana and the 
Dakotas were bountiful. . 

Fact & Fancy. Last month the secur- 
ity analysts took one look at the Great 
Northern’s actual eight-months earn- 
ings, and reckoned that 33,000 GN 
stockholders would probably forgive 
John Budd his overcautious estimate 
On a very respectable 5.8% gain in 
revenues to $171 million, the Great 
Northern wound up with $19 million 
in profits—33°% ahead of 1954's first 
eight months. The GN looked like a 
sure bet to match its entire 1954 prof- 
it ($25.4 million) by October 

Great Northern’s highballing freight 
trains, bulging with Pacific Coast 
lumber, Dakota grain and Mesabi 
Range iron ore were hauliiug 14% 
more carloads than last year, an in- 
crease which scarcely a road west of 
the Mississippi was able to match. 
The U.S.’s entire network of Class I 
railroads, by contrast, had to be con- 
tent with a more modest 10.4% gain. 

“Business is great,” said John Budd 

*Traded NYSE. Price range (1955): high 


44'5; low 35%. Dividend (1954): $2.10. In- 
dicated 1955 payout; $2.45. Ticker symbol! GN 
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year's 


Forses, NovemsBer 1, 1955 


last month. “We're hauling last year’s 
stored grain and this year’s crop all 
at the same time 
ning short of 
and ore are 


In fact, we’re run- 
Lumber 
also moving fister than 
we expected.” Then he added a word 
of retraction for his springtime cau- 
tion: “My early prediction was way 
off, but a lot of nice things have been 
happening along our line since then.” 

Give & Take. As far as Wall Street 
is concerned, nice things have been 
happening along the Great Northern 
evel young John Budd (now 
47) moved into its St. Paul presiden- 
tial office four years ago. A Great 
Northerner from the time he took a 
part-time job as a chainman back in 


1926 (his father, Ralph Budd, 


freight cars 


since 


was 


GREAT NORTHERN’S BUDD: 


nice things are happening 


GN’s president and his older brothe: 
Bob once headed the road's bus line 
affiliate), Budd followed the railroad 
tradition of working up from the 
yards. One of his first moves as pres 
ident the annual divi- 
dend $3.50 to $4.00. Last 
splitting the stock 
raised the annual payout 
$2.20, and two 


was to 
rate 
after 
for-one, he 


raise 
from 
year, two- 
another 20c to 
months ago to $2.50 

Budd could well afford to be gen- 
erous with stockholders 
roads stockholders have 


rate 


In most rail- 
to queue up 
for dividends after hefty interest pay- 
ments and fixed charges are 
But fixed charges on the Great 
Northern's $274-million debt are more 
than covered by 


other 
met 


from invest- 
48.6°, 


income 
ments (biggest of 
stake in the profitable Chicago, Burl- 
ington & Quincy). Nor are there any 
preferred stockholders to cut into the 
dividend kitty 

rising dividends 


which is a 


Thus, despite steadily 

Budd has been able 
into the property more 
$100 million the GN has 
past four years. In 1954 
37 diesel locomotives 
whisker of 100° 


dieselization. In so doing, he also pre 


to plow back 
than half the 
earned in the 
alone he bought 
to come within a 
served Great 
ing 
efficiently 


Northern’s long-stand 


reputation as one of the most 


roads in the land 
Nature 
» always made things rela 
tively easy for Great Northern presi 
dents. Since bulk materials like 
ore require no special (and costly) 


Budd has been able to hold 


average of 26 cents in oper- 


run 


Pruning & Profits. and eco 


nomics have 


iron 


handling 
on to an 
ating profits from each revenue dollar 
Because of this, the Great North- 
ern’s operating ratio has been consist 
ently than the Class I average, 
and fa to the 
Northwest neighbors (see 
But Budd's 


due to natural advantages 


lowe! 
ratios of its 
ri hart) 


superior 


entirely 
Budd has 
followed a rigid cost-cutting program 


success is not 


aimed at abandoning monevy-losing 


passenger trains and unprofitable 


Last 
a plan in which 


whereve! 
ised 

Minnesota's ore 
would 
track 


branch lines possible 
summer he dev 
the GN and 
Soo Line 


miles of 


-hauling 
abandon 25 
their 


save 


cat h 
operate trains 


over a single line, and heavy 


maintenance costs without sacrificing 


a penny of revenue. A preview of 
“Let's 
there are other plans like this 
works,” said Budd coyly 

But on one point Budd is no longer 
coy. “The Great Northern 
$5 a this year,” he predicted 
flatly month. Some Wall Street- 
ers, still felt he 
cautious side. More than one 


GN would earn close 


best showing in its 


more consolidations to come? 
just Say 
in the 
will earn 
snare 
last 
howevel! was on the 
was sure 
to $5.25 a share 
history 





ELECTRONICS 


THE BRAIN 





A traffic light that thinks for itself is little Eastern 
Industries’ bright hope for breaking into the big time. 


Preoccurien motorists passing Phila- 
delphia’s busy Broad and Locust 
Street intersection one day last month 
did a sudden double take. Instead of 
waving his arms to direct traffic, husky 
Traffic Officer George Schrode, a vet- 
eran of four years on that post, was 
standing and gazing at a new traffic 
light. Officer Schrode had good rea- 
son to stand aside, for Eastern Indus- 
tries, Inc.’s* new “electronic brain” 
signal system (7.2 miles of it) was no 
ordinary system of traffic lights. 

The computer in the “brain box” on 


the signal post counts the vehicles 


*Traded over-the-counter Price range 
(1965): high, 17%; low, 14%. Dividend (1954) 
4c plus 5% stock Indicated 1955 payout: 4c 
plus 5% stock 


electronically in 
spaces 


each direction and 
red and green light changes 
according to the traffic flow, thus pre- 
venting pile-ups on either cross street 
Ordinary signals switch colors at reg- 
ular intervals, regardless of changes 
in the traffic flow 

It was the city’s first use of the new 
traffic system installed by Eastern to 
regulate 75 busy intersections. Phila- 
delphia City Traffic Engineer But- 
terfield estimates that the electronic 
system installed along 7.2 miles of 
teeming Broad Street will speed traffic 
by 35 save motorists wasted time 
and gasoline 

For $4.9-million Eastern Industries, 
the 70,000 traffi 
US with 


intersections in the 
old-style, time-ciocked 


signals are fair game for its new 
equipment salesmen. Eastern Indus- 
tries’ President Eugene D. Stirlen, 
with his $285,000 Philadelphia order 
as a starter, has high hopes for what 
he estimates is a $140-million (70,000 
units at $2,000 each) replacement 
market. With this ambitious goal firm- 
ly in mind, he talks of future Eastern 
Industries growth eclipsing the steady 
rise that has already lifted sales from 
$1.8 million in 1949 to $7.7 million 
in 1954 

In the first six months of this year, 
however, sales have slipped 11% be- 
low the 1954 figure. Stirlen attributes 
this lag to a slowdown attendant on 
introduction of the new traffic sys- 
tem. Meanwhile, sales of Eastern’s 
pumping equipment, mechanical mix- 
ers and aviation products, which still 
account for 70% of volume, recently 
picked up and business is currently 
crowding the $9-million annual rate 
“Maybe we'll double that next year,” 
he says, “as more customers see the 
value of our electronic signals and 
our radar highway speed controls.” 





INSURANCE 








PIONEER RISK-TAKER 


Connecticut General Life has come a 
long way since its Yankee founders saw 
an opportunity in a risk 90 years ago. 


ENTERPRISING travelling salesmen and 
pioneers of Abraham Lincoln's time 
had good reason to think twice before 
venturing into the promising West 
For one thing, no life insurance com- 
pany would give them coverage be- 
yond brawling Abilene, Kansas. For 
a group of hard-headed Yankee in- 
vestors, this timid attitude of existing 
insurance companies toward risks 
spelled opportunity. They pooled 
$100,000, founded in 1865 the Connec- 
ticut General Life Insurance Co.* for 
the express purpose of taking on such 
“sub-standard” risks 

Success Story. Connecticut General 
was a whopping success, became one 
of the top 15 U.S. life insurance firms, 
one of the three biggest stockholder- 
owned (as opposed to mutual com- 
panies) in the business. By pioneer- 
ing in group insurance in 1913, it was 
able to build up this fast-growing seg- 
ment of its business until group poli- 
cles accounted for 60% of the $6.2 
billion worth of life insurance the 
company had in force at the end of 
last year, Over the years, that orig- 
inal $100,000 worth of Hartford capi- 

*Traded over-the-counter Price range 


(1055): high, 586; low, 406. Dividend (1954) 
$2.20. Indicated 1955 payout: $2.60 


tal has grown more than 10,000-fold 


to $1.3 


Last month 


billion 

like the rest of the in- 
dustry, Connecticut General was in 
Secur- 


ity-minded Americans, prospering as 


the midst of a full-scale boom 


never before, were investing fou 
cents out of every disposable dollar in 
life insurance protection Investors, 
had decided insurance stocks 
were a good bet. They bid Connec- 
ticut General from a 1947 low of 32 


to a high of 586 this year, 350% above 


too, 


or 
¢ 

; 
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CONN, GENERAL'S WILDE: 
an eye to expansion 


the high of the 1929 bull market. 

New Methods To keep up with this 
growing business, Connecticut Gen- 
eral long ago discarded the roll-top 
desk methods of its early days. Success 
in the insurance business, as Con- 
necticut General's economist President 
Frazar Wilde well knows, requires a 
knowing touch with book work and 
statistics. Today’s insurance head- 
quarters resemble nothing so much as 
a white collar factory. Wilde employs 
1,900 people and 2 small army of book- 
keeping machines. “Our company’s 
work today,” says Wilde, “approaches 
the scale of a light manufacturing 
operation.” 

Like prudent manufacture: 
Wilde, therefore, keeps a sharp eye on 
possibilities of automation to keep his 
expense ratio down. “We are watch- 
ing,” says he, “the use of electronics 

Where we can use machines to im- 
prove service, reduce repetitive work 
and save money, we are doing so.” 

Last month on 268 
Bloomfield, Connecticut, Wilde 
watching workmen put finishing 
touches on the company’s new $10- 
million, 500,000-square foot “plant,” 
carefully planned to put statistics and 
paper work on an efficient basis 

Thoroughly convinced that the life 
insurance industry's growth period is 
far from over, Wilde has done what 
any far-seeing industrialist would 
have done under the circumstances 
He has left ample room for expansion 
The new headquarters will accommo- 
date 55% more employees than Con- 
necticut General currently needs. 


any 


acres neat 


was 
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CONSTRUCTION EQUIPMENT 





THE BIG CAT 


If some mighty tough new competition has anything to 
say, Caterpillar Tractor is going to have to fight hard 
to stay on top in the booming earth-moving industry. 


As president of the $285-million Cat- 
erpillar Tractor Co.,* Harmon 5S 
Eberhard, 55, can bank on one cer- 
tainty: among the world’s two and 
one-half billion people, there will al- 
ways be some with a strong desire 
to change the earth’s surface. Says 
Caterpillar’s Eberhard: “They either 
want to dig it up, burrow under it, or 
drag things across rough parts of it, 
and we're always designing some new 
machine to do some or all of those 
things.” Caterpillar’s huge, rugged, 
yellow “cats’—crawler and wheel 
tractors, bulldozers, scrapers, shovels 
and other earth-moving equipment 
roam the world by day and night, 
clearing forests, building roads, lay- 
ing pipelines. In making and selling 
its machines last year Caterpillar piled 
up sales of $401 million, cleared a net 
profit of $25 million. 

Rugged Business. Last month, Har- 
mon Eberhard was off from his Peo- 
ria, Ill. headquarters to the west and 
northwest, casting a critical eye at 
his machines at work in construction 
jobs, logging, farm harvesting. But, 
for Eberhard, this was no routine field 
trip. He was hotly engaged in an all- 
out drive to boost his company’s sales 
by 17% to $470 million this year and 
a hefty $700 million by 1956. At stake 
was more than one man’s, or one com- 
pany’s, ambition: for the first time in 
years Caterpillar’s dominance of the 
earth-moving market was being chal- 
lenged seriously by such big-leaguers 

*Traded NYSE. Price range (1955): high, 


57; low, 45. Dividend (1954): 97c. Indicated 
1955 payout: $1.60. Ticker symbol: CTR 
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as General Motors and International 
Harvester 

By late last month, veteran tractor- 
maker Eberhard was in central Idaho, 
knee-deep in mud, taking a look 
at his company’s latest giant behe- 
moth, the 28-ton Cat D9—largest and 
most powerful of the famed crawler 
line of five smaller tractors. As Eber- 
hard watched, the D9 was busily en- 
gaged ripping up a mountainside for a 
road construction company, tearing 
down earth, rock, and trees two-feet 
in diameter with the full power of its 
230 horsepower, turbocharged engine 

New Contenders. Caterpillar had 
spent ten years of research on this 
giant, new machine, designed to be 
“the largest tractor ever built.” But 
almost from the day it was marketed 
last May the D9 has been eclipsed by 
competition. Even the chal- 
was built by a newcomer to 
the industry, mighty $5 billion (as- 
sets) General Motors Corporation, 
whose Euclid division in Cleveland 
had brought out a 29~-ton crawler 
tractor, the TC-12, in time to wrest 
top tractor honors from Caterpillar 
dealers right from the start. 

Caterpillar, top dog in the $1 bil- 
lion earth moving and construction in- 
dustry since the company’s founding 
in 1925, was not used to this sort of 
thing. The world’s first crawler trac- 
tor had been built by one of the com- 


worse, 
lenger 


1The first track-type tractor was produced 
commercially by jolt Mfg Co which 
merged 20 vears later with rival C. L. Best 
Tractor Co. retaining the Holt trademark 
Caterpillar, In World War 1. the British in 
vented the military tank. using a Caterpillar 
tractor a » home 


ex- Yankee 
inventor Benjamin Holt, for a prede- 
cessor company in Oakland, Cal. in 
1904. For years, Caterpillar had little 
trouble grabbing the lion’s share of 
the business from International Har- 
vester and Allis-Chalmers. These two 


panys early founders, 


major competitors had always seemed 
more concerned with their other in- 
terests: motor trucks, farm machinery, 
industrial the past 
Harmon Eberhard had 


over his 


equipment. In 
year, howeve! 
looked than 
once from Caterpillar’s front-running 
position how newcomer Gen 
eral Motors and added starter, West 
inghouse Ai ($140 
million assets), were coming along 
Profits Hunger. The two new entrants 
had into the field for entirely 
different reasons. GM, with lots of re 
tained earnings available for new ven 


shoulder more 


to see 


Brake Company 


come 


tures in the motive powell field, bought 
Euclid Machinery Co., an 
Cleveland maker, in 
1953, to burgeoning con 
struction machinery business. GM saw 
a chance to both its Detroit 
Diesel and Allison divisions’ facilities 


old-time 
wheel tractor 


enter the 
utilize 
to help the new Euclid division along 


Westinghouse Air Brake 


hand 


on the other 


moved in because 


dwindling 
railroad equipment sales had shrunk 
earnings to $7.8 million last year from 
$16 million in 1946. In search of a 
new, growing line of business, West 
inghouse Air Brake bought in 1953 one 
of Caterpillar’s Peoria neighbors, the 
construction machinery division of R 
This year Westing- 
Brake moved deeper into 
the field by buying J. D. Adams Mfg 
Co., Indianapolis road-scraper maker, 
and 


G. Le Tourneau 
house Air 


forming a new subsidiary com 
pany, LeTourneau-Westinghouse Co 


Big Stakes. Along with Harvester 
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EARNING POWER GROWTH POWER 


Block bers show everege of 100 largest U5. mig. cor 
porations Shaded bers show (left) S-yeer everege return 
on stockholders’ equity, (right) S-yeor increese in equity 
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Allis-Chalmers, the two new- 
comers are shooting for a piece of the 
tremendous demand expected in the 
next 10 years for heavy 
needed on projected 


and 


machines 
construction 

President Eisenhower's $50- 
road construction program, if 
the next session of Con- 
alone could cause an industry 
The tremendous demand from 

countries 


projects 
billion 

enacted at 
gress 

boom 

foreign has hardly been 
scratched, although last year Cater- 
pillar’s foreign sales hit $140 million, 
35°, of its total volume. Construction 
and expansion plans by the oil, natural 
public utilities industries 


gas plus 


orders for such 
the 


radar screen across 


private contracto1 


grandiose projects as govern- 
ments “Dew Line 
the Arctic Circle 
selves insure 
earth 

At the moment Caterpillar 
far out in front. This year 


got off to a 


them- 
orders for 


would by 
plenty of 
moving machines 
is still 
Caterpillar 
half 
sales jumped 27% and profits rose to 
$1.79 per share from $1.53. To get his 
the $700-million 
1956, Eberhard 
million on a new 
im- 


fast start as first 


plants in shape for 
year he hopes for in 
is splurging $30 
Decatur 
proving his other six big plants. Cater- 


pillar $170 million 


Illinois plant and on 


has already spent 
in postwar expansion 

Headstart. Caterpillar’s competitors, 
moreover, have a long way to go even 
to catch up Caterpillar’s 
hoped-for $470-million volume, trac- 


Har- 


million 


Against 
tor men International 
$100 
moving and construc- 
Allis-Chalmers about 
million, Le Tourneau-Westing- 
$60 million. They expect GM's 
Euclid division to sell about $50 mil- 
lion 


predict 
will sell 


worth of earth 


veste! about 
tion machinery 
$70 
house 
worth of TC-12 crawlers, wheel 
tractors and earth-moving wagons 
But last month 
served Eberhard notice that they 
tended trying the gap 
Robert Q. Armington, GM vic« 
of Euclid: “We 
for a sizeable share of this industry's 
n keeping with General Motors 
While the 


his competitors 
in- 
Said 


presi 


to close 


dent in charge are out 
sales 


prestige in other lines 
TC-12 is crawler we 
will mid-1956.” 

Le Tourneau-Westinghouse’'s Presi- 
dent Merl Yontz 
We're 


L1CSES for 


only 
more by 


now oul 


have plenty 


was equally out- 
spoken said he, “in this 
bus health, With Le 
Tourneau's know-how and our rapid- 
line, don't intend to 
take the dust from any competitor.” 
UnruMed. Toward such ambitious 
challengers, Caterpillar maintained the 
aloof air of a champion brushing off 
cocky but unproven contenders. “We 
Eberhard, “50 years of 
experience in the business. We respect 
competition, but 


not,” 
oul 


ly-growing we 


have,” says 


we don't fear it.’ 
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AUTOS 


*“MODISH MODERN” 


Ford Motor Co. has recreated the famous Continen- 
tal to glamourize its other passenger cars—and, 
some say, to help boost Lincoln’s faltering sales. 


For d 


most 


LAST me 
out the 
mobile 


ynth Motor Co. rolled 
US.’s expensive auto- 
its super-plush, $8,800 Con- 
Mark II. One look at the 

and Wall Street had just 
why? It could hardly 
to break into competition 
Merce- 
And 


was not for profit alone 


tinental 
price tag 
one question 
be a desir« 
with the 
des: the 
it certainly 


Ford 


imported Jaguar o1 


market is far too small 


whose traditional formula for 


FORD'S SUPER-PLUSH CONTINENTAL 


success i 


olume and more volume 


was actually limiting production of 
the Mark II to 4,000 a year 
the expected demand 

Subtle Sales. Sor 
tant purpose of the 


one imp 

Ford's 
been losing ground rapidly 
Motors’ Cadillac 
Motor's 


their eye on 


less than 


think 
Mark Il 


Lincoln 


auto men 


is to giamourize line 
which hi 
to Generai 
But Ford 
also have 


sales st: ategists 


another cus- 


tome the man in the high income 


that 
will 


who 


grout will 


reflect hi 


wants a cal 


standing, and 


The 
be the hallmark of prosperity, 
already on the droves 
Ford counts on being able to sell this 
not only a Mark II, but per- 
Ford as 


pay 
anything for it automobiles that 
used to 
are road in 
custome! 


haps a l 


well 


neoln, Mercury o1 

Prestige for Sale. In spotlighting the 
Mark I, Ford got the 
archrival General Motors, whose high- 
ticket ($8,500) luxury entry, its Cadil- 
lac Bre will marketed 
until next spring. Chrysler's top price 
($6,000) 


jump on its 


not be 


gham 


and 


leads t 


Imperial 


Packard's Caribbean ($6,500) are also 
leading entries in the “rich man’s 
market.” But to date GM's Cadillac 
has virtually monopolized the luxury 
auto market. So much so, in fact, that 
for the past two years Ford’s Lincoln 
has not evén been competitive in its 
own price class. This year, Cadillacs 
are selling at the rate of better than 
four cars to Lincoln’s one. Cadillac 
will produce this year more than 150,- 


MARK II: 
at $8,800, a personality all its own 


000 cars, Lincoln some 30,000. To get 
back into the running, Lincoln has re- 
designed its 1956 models from rubber 
to roof 

Given a $25-million factory nea 
Dearborn, Mich., young William Clay 
Ford, 30, has recreated a 1956 version 
of the famed Lincoln-Continental 
created by his father, Edsel Ford, in 
1939, considered by many the best- 
designed U.S. car ever produced. Just 
as deliberately, Billy Ford does not 
intend to change the design of the 
Mark II year to year. “The 
Mark II,” says he, “has a personality 
that will satisfy a real affection for 
fine cars, the kind that is not fickle.” 

Handle with Care. In its efforts to 
build into the Continental the style, 
quality and snob appeal to excite a 
car-loving nation, Ford has left few 
unturned. Each Mark II will 
even be shipped in a fleece-lined 
canvas and plastic envelope. Even be- 
fore Billy Ford could take the wraps 
off bis new luxury liner, well-heeled 
buyers had placed orders for more 
than 2,100 


from 


stones 


Forses, NOVEMBER 1, 1955 








BUSINESS IN MOTION 





Te ashi Corll aged on ae YFP 


When close dimensional tolerances are required in an 
extruded shape, plus heightened tensile strength, 
and a fine finish, the shape is drawn through a die 
after extrusion. If there are special requirements as 
to straightness, the shape may also be straightened, 
as necessary, either by hand or by machine. These 
processes are expensive, but they produce a product 
that is accurately pre-formed, so that machining is 
markedly reduced, so much so as to effect remarkable 
savings. However, there is another way to take ad- 
vantage of the economy of ex- 
truded shapes. Sometimes a 
“plain extruded” shape will do, 
thus saving the time and expense 
of drawing and straightening. 

It all depends on what is 
really needed. Revere had an 
outstanding example of this re- 
cently. A rush order was re- 
ceived, and we could not meet 
the requested delivery date be- 
cause of the time required to 
make new extrusion dies. On 
being told this, the purchasing 
agent visited our mill to see what could be done. A 
mutual study of the facts showed that the shape is to 
be applied to the leading edges of helicopter blades, 
and that both the shape and the wood are routed to 
make a close fit for the application of an adhesive. 
The shape is also tapered. Several things became 
evident. First, the original specifications were tighter 
than required. Second, shapes produced by the cus- 
tomer’s original die, in our possession, would be 
slightly oversize, but not enough to be significant, in 
view of the subsequent machining. Third, by using 


that original die, and eliminating drawing, we could 
fill the order on time 
cents a pound as well. 

Now that we both knew that some of the dimen- 
sional and physical tolerances were not absolutely 
necessary, Revere was able to go ahead. The die was 


and save the customer six 


put in one of our extrusion presses, the metal forced 
through it, cut off to exact lengths, and shipped. This 
made it possible for the customer to complete his 
first blade on the day specified in his contract. We all 
worked fast, but no matter how 
quickly we labored, we could not 
possibly have met the essential 
delivery date on the basis of the 
original specifications. Close 
collaboration on what we call 
Quality Control provided the 
solution. Incidentally, brass was 
chosen for the part, because of 
its density, its resistance to cor 
rosion, and the ease with which 
it can be machined. 
Both our customer and our- 
selves are proud of the accom- 
plishment reported here. It was made possible only 
by a thorough examination by both of us of the 
entire background of the order, the fabrication meth- 
ods and end use, plus what the mill could do if it 
did not have to make new dies. We would like to 
suggest that when, as sometimes happens, a supplier 
cannot meet a date on a special order, you sit down 
with him and examine specifications to see if they 
really need to be so tight. You may find that a more 
or less run-of-the-mill product will do, thereby sav 
ing much time and money too 


REVERE COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 180i 
Executive Offices: 230 Park Avenue, New York 17, N. Y. 
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America’s Shaving Habits 


SPRA-TAINER, the original lightweight pressure can, has had far reaching 
effects on the packaging of many familiar products. Take shaving creams, for 
example. It might well be said that the pressure can is changing the shaving 


Perhaps one of the products 
your company makes could 
be given « new sales poten- 
tial by packaging it in a 
pressure can. If so, Crown's 
broad experience in this 
field is at your service. For 
information, address 
Crown's Can Division at 
Erie Ave. and H Street, 
Philadelphia, Pa. 


habits of the nation . . . for sales of this form of shaving cream have reached an 
amazing total. And SPRA-TAINER is the choice of nearly all of the leading 
brands 


Practical wideépread pressure packaging had its start with Crown's develop- 
ment and introduction of SPRA-TAINER. | -ssert toppings, lubricants, cosmet- 
ics, deodorants, touch-up paints are but « few of the many products which have 
found SPRA-TAINER the key to new markets and greatly expanded sales. 


From the start, SPRA-TAINER has maintained the leading position among 
pressure cans, due to its ‘Modern Design’”’ and ‘““No Top Seam -No Side Seam’”’ 
construction. Additional production facilities are now being installed to take care 
of the constantly increasing demand 


SPRA-TAINER is but one way Crown serves the consumers of the nation... 


how it contributes to the better packaging of a vast number of products used in 
the great majority of households. 


CROWN CORK & SEAL COMPANY, INC. Baltimore 3, Maryland 


Plants at. . 


Baltimore, Philadelphia, St. Louis, 
Detroit, Chicago, Orlando, Bartow, 
Birmingham, San Francisco, Los Angeles 


PRODUCTS. BY 

BEVERAGE BOTTLE CAPS «+ BEVERAGE BOTTLING MACHINERY 
MILK BOTTLE CAPS «+ MILK PULLERS «+ METAL CAPS AND CLOSURES 
CAPPING MACHINES + PACKERS’ CANS «+ GENERAL LINE CANS 


BEER CANS «+ “SPRA-TAINERS” « “PREEZ-TAINERS” «+ MERITSEAL CAPS 
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METAL FABRICATORS 


RAZOR MATE 





Gillette’s Joseph Spang seems willing to try his 
hand at selling anything. Already top dog in razor 
blades and home permanents, he’s now betting $15 
million he can do as well with ball-point pens. 


Six years ago when Patrick J. Fraw- 
ley tried to peddle his first batch of 
Paper-Mate ball-point pens to a San 
Francisco department store, a sus- 
picious executive ordered his detec- 
tives té heave the charlatan out. 
Frawley, ignoring such rebuffs and 
the glut of ball-points on the market, 
kept on trying. Last month, Frawley 
finally got rid of his pens, ink, push- 
button, and barrel. The buyer for a 
cool $15.5 million was the big (total 
assets: $69.6 million) Gillette Co.* of 
Boston, Rio de Janiero, and elsewhere, 
whose world-famous safety razors 
have probably removed more beards 
painlessly than anything else. in his- 
tory. 

Coup. Even at that price Gillette’s 
shrewd President Joseph P. Spang had 

*Traded NYSE. Price range (1955): 


40%; low, 3994. Dividend (1954) 
cated 1955 payout: $2 


high, 
$1.75. Indi 
Ticker symbol: GS 


<C> 
SUCCESS STORY 


Earnings (1950 - 100%) 
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175 ] | 
0 | 
125 Gillette 


American Safety Razor 








have risen sharply in the past 
five years, while those of American 
Safety Razor, its chief competitor 


hove trended downward 
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pulled something of a coup. Paper- 
Mate and Frawley had come a long 
way since 1949. Last year Paper-Mate 
sold over $26 million worth of pens, 
enough to put the company in the pen 
industry's third place, right behind 
Parker and Sheaffer. Pap»r-Mate is 
a front ranker in its own right with 
80°, of the ball-point market under 
its thumb and a brisk $4-million-a- 
year business in refills. 

So ripe a plum did not simply fall 
into Gillette’s basket. Almost until 
the moment the sale was announced, 
Paper-Mate had been dickering with 
Eversharp, Inc., makers of Schick 
injector razors and Eversharp pencils 
and pens. Gillette’s Spang, however, 
was sure that Paper-Mate belonged 
in his fold. 

The Gillette name has been a famil- 
iar sight on various retail counters 
since 1904 when one-time bottle-cap 
salesman King C. Gillette, whose mus- 
tachioed portrait adorns Gillette blade 
packets, scraped together enough 
money to put the world’s first dispos- 
able safety razor blade into produc- 
tion. Almost overnight the beard bot- 
tleneck was brokén and his company, 
kept solidly in the black, paid divi- 
dends without interruption, even in 
dismal 1932. But in 1938 competition 
and hard times cut earnings to a rela- 
tively thin $2,941,890, sales to $15.8 
million. This slipping but still impres- 
sive profit so worried the Gillette di- 
rectors that they lured Spang away 
from Swift & Co. and gave him almost 
a free hand 

Perfect Fit. Advertising-minded J.P 
Spang was suited to Gillette as per- 
fectly as a Gillette blue blade is to a 
Gillette safety razor. He captured 
himself a shaving audience by snap- 
ping up radio rights for such sporting 
events as boxing and baseball, scrap- 
ped the company’s electric shaver to 
concentrate on blades, added shaving 
cream to the company’s products, and 
buttressed spectacular advertising 
with effective merchandising. 

By the end of 1954, Spang had 
pushed Gillette sales well over the 
$162 million mark, more than $110 
million of it from razors and blades 
Net earnings rose from $4.8 million in 
1946 to $26.1 million in 1954. In the 


GILLETTE'S SPANG: 
selling is the key 

same years his biggest competitor, 
Brooklyn's Safety Razor 
Corp., saw its profits fall from $3.4 
million to $800,000. This year Gillette 
better. Income 
for the first six months of 1955 outdis- 
tanced last year’s record by over $1 
million ° 

Beards & Curls. 
means the only 


American 


promises to do even 


One, but by no 
key to Gillette’s suc- 
cess was an earlier Spang acquisition, 
the Toni division whose permanent 
wave kits and other cosmetics con- 
tribute 30% of total 1947 
Spang snapped up the steady-selling 
Toni Co., which in its 3-year career 
had cornered the lion’s share of the 
home permanent market, In this ac- 
quisition Spang was prodded in part 
by the growing competition of electric 
shavers and in part by the seasonal 
sales pattern of razors and blades 
(Father's Day, the World Series, and 
Christmas are the peaks) 

In a deal strikingly 


sales In 


similar to the 
recent Paper-Mate transaction, Spang 
bought Toni for $20.4 million 
energetically began spreading 
Toni’s home permanent was followed 


and 
out 


in fairly rapid succession by Prom and 
White Rain 
Viv lipstick, 
cleansing 


Bobbi home permanents 
and Pamper 
Deep Magic 


and, last 


Shampoos 
lotion, 
January, Casual, a pincurl 
permanent Toni is the 
homewave-kit producer in a 


facial 
home Today 
largest 
field where cosmetic giants like Rev- 
lon and Hazel Bishop have yet to find 
the answer to Toni’s magic touch 
Another Toni? Spang believes Paper- 
Mate already has something of Toni’s 
enchantment. When Frawley launched 
Paper-Mate in 1949, the ball-point 
pen had a nationwide reputation for 
failure on dry land, whatever its per- 


formance under water may have been 





The .non-amphibious majority found 
that ball-point ink, when it registered 
at all, tended to fade, and when it 
didn’t register, smeared and smudged 
their fingers. Bankers contended its 
ink was an invitation to forgery. 
Frawley’s Paper-Mate won the ap- 
proval of bankers, and featured a new 
non-smear, non-leaking ink perfected 
by a Hungarian chemist. It was 
launched with a high-powered adver- 
tising campaign which put even San 
Francisco department stores in line 
Sales that first year reached $343,000, 
and Paper-Mate was on its way. 
But after six years of rising sales, 
Frawley, like many another business 
pioneer, found the income tax collector 
was taking a healthy bite out of prof- 
its. The sale to Gillette permits him to 
count his profit as a capital gain, with 
a maximum tax rate of 25%. Gillette, 
too, expects a healthy return on its 
investment. As a company which in 
the past five years has earned an av- 
erage of 45% on stockholders’ equity, 
Gillette habitually sets its sights high 


WALL STREET 


STOCK SLIDE 


Cood news can be bad news 
these days on split-happy Wall 
Street, 





Tue common stock of famed E. I. du 
Pont de Nemours* greeted seme of 
the best news in the company’s his- 
tory in a peculiar fashion last month: 
it dropped a solid nine points 

Any disinterested observer would 
have said du Pont had never had it 
so good, The directors reported nine 
months’ earnings had climbed from 
last year’s satisfying $4.74 a share to 
an unprecedented high of $6.24. 

The sales picture looked equally 
good, despite a slight drop in prices 
on the average. Third-quarter sales of 
$476 million outstripped last year's 
$410 million by a wide margin. By the 
end of September du Pont cash regis- 
ters had rung up a whopping $1,418- 
million total, nearly $200 million 
ahead of the same nine months in 1954 

But on today’s nervous Wall Street, 
simple good news was no longe 
enough. Traders greeted the earnings 
report by knocking du Pont from the 
day's high of 220 to 211%. The long- 
awaited stock split, regularly pre- 
dicted by the tipsters, had failed to 
materialize. The du Pont directors 
met, issued their report, and retired, 
as close-mouthed about a possible 
split in October as in August. 

*Traded NYSE. Price range (1055): high 


240%; low, 155. Dividend (1 ): $5.50. Indi 
cated 1955 payout: $5.50. Ticker symbol DD 


28 








Royal Road to Success 


Tue portly gentlemen you see hob- 
nobbing with college students on 
campuses these days are not 
alumni returning to their dear old 
alma maters for a touch of youthful 
nostalgia. They're a harassed crew 
of men from management engaged 
in “Operation Woo”—or how to get 
Joe Senior to please start work for 
their company at a cool $80-$100 a 
week 

Competition for undergraduates 
is so keen among businesses that 
the man assigned to recruit young 
engineers, technicians and sales- 
men has to be a combination pitch 
man, circus barker, publicity drum 
beater, diplomat and nursemaid 

So that a couple of married col- 
legians might inspect a nearby 
plant town where there was a job 
opening for a marketing man, one 
college recruiter baby-sat with a 
teething pair of twins for an eve- 
ning. It was quite an ordeal. But 
the company was glad to stand the 
expense of sending the man’s suit 
to the cleaners, for the young 
father is turning out to be quite a 
talented employee 


or more 


In many cases, the wooing pro- 
cedure is not quite so paternal 
Some have found the bent-elbow 
technique less wearing and just as 
successful. Though his boss (if he 
knew) would frown sternly, one of 
the most successful college-shang- 
hai artists makes his headquarters 
in bars frequented by the crew-cut 
set. With a lavish expense account 
at his disposal, free-spending ways 
and a quick-tongued spiel, last 
year he induced over 40 engineer- 
ing grads to seek their fortunes in 
his company 

Another approach, with a more 
academic flavor, is to entertain 
faculty people and their wives as 
though they were visiting poten- 
tates. In one college town where 
the school turns out a raft of young 
engineers every year, a college re- 
cruiter for a utility maintains a 
large suite in the local hotel. He 
runs weekly soirees, reniete with 
dinners and drinks for the pro- 
fessors and their wives 

Not quite so obvious is the col- 
lege recruiting man with a more 
tender technique. He runs weekly 
musicales, real long-hair programs, 
and during the intermissions but- 
tonholes the dean and professors. 
He assures therm that their students 
must consider working only for a 


corporation with a soul—his com- 


LABOR RELATIONS 





pany, of course 

Then there's 
the unmention- 
able money -on- 
the-line angle. 

Educators cry 

“for shame,” 

“horror,” “not , oe 

so,” but it's a Lawrence Stessin 
fact that more 

than one college vocational advisor 
is on the secret payroll of one or 
more companies, and his job is to 
steer students to openings in those 
manpower-hungry organizations. 
Sometimes the employment direc- 
tor prefers to operate on a piece- 
work basis—$25 a head for every 
graduate who accepts a bid 

The students, quick to learn the 
nefarious ways of their elders, are 
not without a little such mercenary 
by-play of their own. Outright 
demands for bonuses, fashioned 
after those of young ball players 
being sought after by several teams, 
are not uncommon. And if you're 
among the top ten in your class in 
grades, you could wangle $1000 to 
help make ends meet until you're 
on the payroll 

Management thinks that such de- 
mands are pretty bold for young 
whippersnappers, and “what we 
need is a good depression to knock 
some of the cockiness out of these 
young ‘uns.” But if you can stand 
the sight of puffed veins bulging 
against executive temples, just 
mention the problem of collegiate 
“joyriders.” 

These are young fellows getting 
out of school who agree to look 
into a job possibility with a com- 
pany whose headquarters may be a 
couple of thousand miles away. It’s 
the practice in such instances for 
management to pay the freight 
expenses and fare 

Every year, hundreds of new 
alumni take these treks to an inter- 
view with no intention of succumb- 
ing to a position. 

“I've seen every part of the coun- 
try on the cuff,” says one graduate 
who has had 12 interviews in the 
last year. 

“Which job are you going to 
take?” he was asked by a reporto- 
rial rube. 

“Oh, I decided long ago I'm going 
into my old man’s business, in my 
home town. I just wanted to loaf 
around for a year before buckling 
down.” 

Education—it’s wonderful! 
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Koppers 
Chemistry 


helps your car 














run smoother, 
longer 


Your carburetor stays cleaner 
and gasoline burns better in 
the engine because of Cresol, 
a coal chemical produced by 
Koppers Tar Products Di- 
vision. Gasoline antioxidants 
made from Cresol prevent 
gum formations that clog car- 
buretor parts and passages. 
Cresol antioxidants retard de- 


terioration of motor oil, too. 


KOPPERS 


tei © Be, — KO 


KOPPERS COMPANY, INC., PITTSBURGH 19, PENNSYLVANIA ©* Also producers of plastics, tar 
products, chemically-treated wood, metal products, and dyestuffs * Designers and builders of coke, steel, and chemical plants 
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SMOKING PLEASURE ... PAST AND PRESENT 
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‘The best Tobacco 
under the Sun!” 


In the lively days of Queen Elizabeth I, the tobacco 
that came to London was, indeed, the ‘‘best tobacco 
under the sun.” And the fashionable tobacconists of 
the time took care to give it the billing it deserved. 
Their ads were classics of clarity. In sonorous Latin 
and lilting French, they strummed their single 
theme .. . and for those who must run as they read, 
they appended a translation in pure Elizabethanese. 


In the 350 years from Elizabeth I to Elizabeth II, 
tobacco and tobacco products have been improved 
immeasurably. And for nearly 200 of those years, 
P. Lorillard Company, founded in 1760, has been 
leading the way. 


Our single-minded devotion to smoking pleasure has 
brought us new friends every year. OLD GOLOS— 
regular, king size and filter kings—-are today more 
popular than ever. And KENT, the cigarette with the 
amazing MICRONITE filter, continues as a leader in the 
high filtration field. 


There’s only one reason for this popularity . . . for 
the continuing loyalty of Lorillard customers to 
every Lorillard product, and for the confidence of 
Lorillard stockholders in the future of their com- 
pany. It’s the result of two centuries of Lorillard 
leadership in smoking pleasure. 


Leading Products of 
. LORILLARD COMPANY 


Cigarettes 
OLD GOLD - Rrguier, King Stee 
and Pitter Kings 


MENT - Reguicr and King Stee 
EMBASSY - King Stee 
MURAD 

HELMAR 

Smoking Tobaccos 
BRIGGS 

UNION LEADER 
FRIENDS 

INDIA HOUSE 


Cigars 
MURIEL 
HEADLINE 


VAN BIBBER 
BETWEEN THE ACTS 


Chewing Tobaccos 


BEECH.NUT 
BAGPIPE 
HAVANA BLOSSOM 


PLuiltud Company 


AMERICA'S OLDEST TOBACCO MERCHANTS - ESTABLISHED 1760 
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STEEL 


COMEBACK 


Just five years ago, Detroit Steel set out to make it- 
self a major contender. But its timing was off. Now 
it has emerged successful after a plague of trouble. 


Paypay came early last week for Max 
J. Zivian, president and director of 
Detroit Steel Corp.* He received a 
handsome check for $28.2 million in 
payment for his sale of 474% mort- 
gage bonds, plus another check for 
nearly $6 million from sale of addi- 
tional common stock offered to his 
3,400 shareholders. They subscribed 
for well over twice as many shares, 
at $14 apiece, as Detroit Steel had of- 
fered 

It was a pleasant change for a man 
whose company only last year was 
in such a sorry state that Zivian had 
not known whether he would be able 
to undertake new financing at all—let 
alone that the issue would be over- 
subscribed. 

Small Peanuts. Things were going 
so badly last year, in fact, that Zivian 
even cut his own salary from the 
$102,000 he had earned in 1953 to 
$44,000, a salary which for the head 
of a steel corporation was mere pea- 
nuts. Zivian’s top executives also took 
a cut in their style of living, shared 
the company’s misfortunes with their 
stockholders. Last year, for the first 
time since 1925, Detroit Steel failed 
to pay out a cash dividend, mailed 
stockholders 2% stock certificates in- 
Along with other 


stead companies 


*Traded NYSE. Price range (1955) 
1734; low, 1244. Dividend (1954): 2% 
Indicated 1955 payout: 2% stock 


> w 


high 
stock 


* 


engaged in the country’s most basic 
business during the mid-1954 “reces- 
sion,” Detroit Steel had suffered. Its 
raw steel output was off 16%, ship- 
ments of finished steel down 22%. 
These figures were in line with the 
21.3% industry-wide drop in ingot 
production and finished ship- 
ments. But on top of Zivian 
also 


steel 
this, 
confronted with a 
problem all his own. It had all started 
in 1950 with the purchase of the 
Portsmouth Works, a raw steel mill in 
New Boston, Ohio. In those days De- 
troit Steel was a minor producer of 
finished steel; the Portsmouth Works 
gave it its own supply of ingots. Ziv- 
ian had borrowed $15 million on 3% 
mortgage bonds to add steel finishing 
facilities to his new Ohio branch 
Then in 1952, he embarked on an 
even more ambitious expansion at 
the Portsmouth Works. Mortgaging 
the plant to the Reconstruction Fi- 
nance Corp., Zivian got the $42.5- 
million capital he needed to double 
Portsmouth’s ingot capacity 

In theory at least, the move was a 
smart one. Steel demand was greate1 
than supply and steel use in the Ohio 
Valley was growing rapidly. By add- 
ing onto Portsmouth’s existing facili- 
ties, rather than building from the 
ground up, Zivian was able to in- 
crease his output at an investment of 
only $60 per ton of new capacity, It 


was second 


CHARGING AN OPEN HEARTH AT DETROIT STEEL: 
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the trouble was in the timing 
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After 1950, Detroit Steel's ingot output 
slumped far than the 


this 


more sharply 
But 
having expanded in time for the big 
1955 steel boom 


rest of the industry year, 
Detroit's output rise 


has far exceeded the industry average 


$300 a ton 
to put up a brand new steel works 
New Market. The 
ing. Payments on the 
to be burden 
that Zivian had to apply for a delay 


would have cost around 


trouble was tim 


RFC 


sO neay Ya 


loan 
turned out 


in repayments. Everything else in the 


ambitious expansion program pro 

By March of last yeas 
had doubled Detroit 
Steel's ingot capacity right on sched- 
ule to 1,290,000 Steel 


finishing Portsmouth 


ceeded smoothly 


the program 


annually 
facilities at the 


tons 


Works could now turn out sheet-steel 
That was 
important because it 
crack at 75° of the 
steel market previously denied. Thir- 
ty-inch sheet steel, which Detroit 
Steel had previously been confined to 
only 20°, of the market 

But by the time Detroit Steei was 
ready to hit the market with its dou 
bled ingot 


sneet 


in widths up to 52 inches 
especially 


Zivian a 


“ave 


sheet 


accounts for 


capacity and new finished 
steel the steel market itself 
had been hit by the 1954 slump, the 
most serious in Even the giants 
of the back 
production and were hard pressed to 
Measured 
De- 


a third as 


years 
industry were cutting 
sell what they did turn out 
doubled capacity, 
troit Steel turned out only 
much 1954 as it 
if there had been sufficient demand 


Gaining Momentum 


by its newly 


teel in could have 
During the last 
quarter of 1954, the sales trend turned 
upward, allowing Detroit Steel to con- 


vert a nine-month loss of $758,581 into 





Selling a big block of stock can be 
difficult. Anofferingthrough the usual 
channels may cause a price disturb- 
ance, and it might take weeks or 
months to dispose of the full amount, 


A number of special methods of 
distribution are available which 
largely eliminate these problems... 
and we have used them successfully 
to liquidate large holdings for many 
individuals, estates and institutions, 


If you have such a sale in mind, 
why not consult our Syndicate 
Department to work out the best 
course for you? A copy of “Selling 
Large Holdings of Securities” is 
yours on request. Address Dept. F -3. 


BACHE & CoO. 


Founded i879 
Members leading stock & commodity exchenges 
36 Wall Street, New York 5, N. Y. 


Branches & representatives in principal cities 


THE NEED FOR 


INCOME 


Perhaps your holdings represent 


fair value—they are not over-priced 
and do not involve undve risk. Yet 
at the same time you need good 
income and the securities owned 


provide cnly a modest return 


if this is your situation, we would 
be very glad to supply helpful ad- 
vice. Just write Manager, Research 
Dept., outlining your investment 


objectives 


FOUNDED 1666 


H. HENTZ & CO. | 


MEMBERS KEW TORK STOCK EXCHANGE 4n0 OTHER 


LEADING STOCK ANDO COMMODITY CxCHANGES 


6O BEAVER STREET. NEW YORK 4. N.Y 


7O@1 FIFTH AVE. N.Y. (oneney-werwentano wore) 


BRANCH OFFICES (% LFADING CITIES 
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an $862,528 net profit for the year 
Then steel orders gained momentum, 
and Detroit Steel posted first-quarter 
1955 sales 50° greater than the last 
quarter of 1954 and 85% greater than 
the corresponding first quarter of last 
year. First-half 1955 sales were near- 
ly double 1954's: net reached a heart- 
ening $2.6 million ($1.04 a share), 
compared with a loss of $567,743 (23c 
1954's first half. For the 
Zivian expects sales of $110 
earnings of $6 million 
Out of this troubled expansion drive, 


full yea! 
million 


Detroit Steel has emerged as a basic 


| part of the basic steel industry, rank- 


ing ninth in 
strip steel 
steel, 


cold rolled sheet and 
10th in hot sheet and strip 


15th in ingot capacity 


RAILROADS 


WASHOUT 


A hurricane and the ICC 
have teamed up to wreck the 
best-laid plans of the Lack- 


awanna’s Perry Shoemaker. 





Hurricane Diane dumped 13 
inches of rain on the watershed served 
by the Delaware, Lackawanna & Wes- 
tern Railroad* last August, it washed 
out bridges, culverts, 60 miles of track 
and half the profits President Perry 
Monroe Shoemaker had carefully piled 
up during Until 
then, the rolling 
along with profits 20% higher than in 
1954. When the rain stopped, the road 
counted up $7 million in damages and 


months 
Lackawanna was 


previous 


*Traded NYSE. Price range (1955): high 
25'4 } 16',. Dividend 1954 Se. Indi 
1955 payout $1 licker symbol DIL 


a crunching $1.2-million loss from 
August operations. Worse yet, it 
limped into September with eight- 
months earnings slashed from 1954's 
$1.8 million to $981,000 
But hurricane and high water failed 
to dampen Shoemaker’s spirit. Said 
he: “We have expenses which tighten 
our belt and challenge our capabilities 
The bills for reconstruction will be 
met without government help.” 
Grief. Last month while he was 
still struggling manfully with the af- 
termath of Diane’s destruction, the 
Government handed Shoemaker and 
the Lackawanna a fresh setback. On 
the very same day that another rain- 
storm knocked out much of Shoe- 
maker's frenzied repair work, the 
Interstate Commerce Commission 
washed out his carefully laid plans to 
get working control of the New York, 
Chicago & St. Louis (Nickel Plate) 
Ever since he became president of 
the Lackawanna in 1952, Shoemake: 
has made no secret of his desire to 
merge the two lines at Buffalo, form 
a single 2,600-mile rail system stretch- 
ing from New York City to the Missis- 
sippi. But the Nickel Plate’s President 
Lynne White has always turned a 
deaf ear. When Shoemaker tried to 
use the Lackawanna’s ownership of 
363,000 shares of Nickel Plate com- 
mon to wheedle two seats on the 
Nickel Plate’s board, White protested 
that Lackawanna’s holdings (18% of 
Nickel Plate’s outstanding shares) 
would actually constitute control. 
Consolation. Defeated here, Shoe- 
maker faced an even more frustrating 
prospect last month: the ICC was 
pondering a move to force Lacka- 
wanna to sell its holdings. To do so 
would deprive the Lackawanna of a 
welcome $1 million it gets from the 


HURRICANE DAMAGE ON THE LACKAWANNA;: 


after frenzied repair, a fresh setback 
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Nickel Plate in annual dividends. 


As Perry Shoemaker patched his | 


battered railroad together again, he 
had one consolation. Neither flood 
waters nor government regulations 
could prevent him from ringing up a 
thumping profit on the sale of Nickel 


Plate stock. Originally purchased for | 


only $3.8 million, the shares are worth 
$18.9 million in today’s market. 


BUILDING MATERIALS 


HIGH GLOSS 


When Sherwin-Williams add- 





ed up its accounts last month, | 
; 

4 ortunes 
CON Pe f | ter. Net earnings totaled about $970,- 
000, or $780,000 less than the second 


the 
looked brighter than ever. 


For years Sherwin-Williams Co., the 
world’s largest manufacturer of paints 
and varnishes, has made a big claim 
for its paint: “[{It] Covers the Earth.” 
Last month, when it reported sales 
and earnings for its fiscal year ended 
last August, it recorded a long step 
forward toward making good that 
mighty boast. 

Up 4% above last year, sales had 
as high a gloss as Sherwin-Williams’ 
best-selling alkyd-resin-based, ena- 
mel-surfaced Kem-Glo, which like its 
running mate, latex-based, flat-sur- 
faced Super Kem-Tone, was outdis- 
tancing all previous records, Indus- 
trial Sherwin-Williams paints 
cover such diverse products as elec- 
tric fans, kitchen chairs, tractors, and 
automobiles as well as walls, ceilings, 
the great globe itself—rose impres- 
sively this year after a sluggish per- 
1954. Net earnings 
climbed over $1 million to a splashy 
$11,979,595. 

Dead Spots and Side Lines. Though 
paint generally accounts for 90% of 
Sherwin-Williams’ sales volume, most 
of the gains this year, said President 
Arthur W. Steudel, came from the 
company’s growing line of side-line 
products—pigments, dyes, chemicals, 
linseed oil, dry colors, containers, and 
insecticides. 

Only deadspot on the Sherwin- 
Williams’ 1955 report was an increase 
of $9 million in inventories over last 
year’s $41.9 million. But, said Steudel, 
this consists largely of finished goods, 
accumulated in an attempt to level 
out production and thus reduce costs 

Already the world’s largest manu- 
facturer of paints and varnishes, the 
company, despite growing competi- 
tion, has been getting bigger. Stock- 
holders, pondering promise of even 
better things to come next year, had 
good reason to paint the town a bright 
Sherwin-Williams red. 


sales 
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Forbes, NOveMBER 1, 1955 


RAIL EQUIPMENT 





GLOOM CHASER 


American Brake Shoe’s candid President Kemp- 
ton Dunn showed New York's security ana- 
lysts a cloudy record—and a silver lining. 


BraAsHLy candid young Kempton 
Dunn, 45, president of American 
Brake Shoe Co.,* stood up before the 
New York Society of Security Ana- 
lysts last month in New York and 
made a frank confession. “Our third 
quarter,” said he, “was disappointing.” 
American Brake Shoe’s sales, he re- 
ported, amounted to only $35.4 million 
vs, $36.2 million in the second quar- 


quarter. “We normally expect our 
third quarter to be a slow one,” said 
he, “but not that slow.” Main causes: 
high heat and humidity, vacation shut- 
downs, material and labor costs. 

But despite this bad news, said 
Dunn, he was not feeling depressed 
at all, because there were some re- 
deeming factors: American Brake 
Shoe had been able to increase some 
of its prices, and orders for its 
products were rolling in. In fact, more 
that $42 million in new business had 
been booked in the third quarter. 


a 


Suleer tray by 
Black, Starr & Gorkam, Inc., 
New York 


THE HONORED OCCASION 


Raemaerreressets =)” 4" 


For the full 
American Brake Shoe sales to run 
$141 million, up 28° last year, 
earnings to total $4.55 per share, up 
from $3.19 in 1954 

Much of Brake Shoe’s 
current prosperity owes to its increas- 
ing independence 
the 
account for 
Brake Shoe's 
their fortunes on 
roads 


year Dunn expects 


ovel 


American 


its big cus- 
They now 

American 
with 
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only 45% of 
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become bigge: 
Br ake 


railroad cal 


gross year, 
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wheel, 


rise, 
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tor 


particularly new 


cast steel 
fected after 14 years’ research 
can Brake Shoe 
50,000 of them 


through 


per- 
Ameri- 
now has orders for 
is booked to capacity 
June. Brake Shoe has 


also become an important competitor 


next 
in automotive and farm equipment, 
now ranks second only to Raybestos- 
Manhattan in auto brake linings 


*Traded NYSE 


417%; low, 33 


Price range 1955) 
Dividend (1954): $2.25 
: rol 


Ticker mit 


high 
Indi 
ABK 


cated 1955 payout: $2 


a 
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we 


When a friend receives a high civic award, 


your own commemorative gift 


should match the dignity of the occasion. 


ROYAL SALUTE 


A Scotch whisky of rare age, 


im a ceramic commemoration flagon 
created by Ropat Boston, of England. 


Chieas Brothers Lid., Aberdeen, Seotland 
Ketabiished 1801 By Appointment Purveyors of Proweions 
and Seotch Whiaky to the late King George V1 


SCOTCH WHISKY + 84 PROOF 


* CHIVAS BRC 


T CORP., NEW YORK, N. Y, 


33 





The rapid growth of this 
century-old Company stems from ” 
its participation in basic, growing yuousteY ' 
fields of business and industry , URE 
throughout the world. Oo 

* 


Copies of the Semi-Annual Report 
on request. 
—— 


Symbaloo | W. R. GRACE a CO 


the World Executive Offices: 7 HANOVER SQUARE, NEW YORK 5 


Davison Chemical Company Division + Dewey and Aimy Chemical Company Division + Foster and Kleiser Company 
Grace Chemical Company + Grace Line Inc. « Grace National Bank of New York 
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THE FORBES INDEX 


is computed monthly, gives equal weight to five factors: 
. Hew 
How 





Solid 





in manufacture 


4F MAMI d AS OK DB 


much are we producing? (FRB production index) 
many people are working? (BLS non-agricultural em- 
) 


rhing? (BLS overage weekly hours 


. Are people spending or saving? (FRB department store sales) 
. How much money is circulating? (FRB bank debits, 141 key 


1 
2 
3. How i ively ore we 
4 
5 


centers) 
Factors 4 and § are 
100), factors 1, 4 and 5 fer seasonal variation. 


for valve of the dollar (1947.49 = 


Dotted line is an 8-dey estimate based on tentative figures for five 


components, all of which are subject to later revision * 


30 


25 





“Final figures for the five components (1947-49 


Aug.('54) Sept. Oct. 
124.0 124.0 126.0 
109.8 110.9 111.2 

99.5 99.5 100.0 
108.0 103.5 108.0 
148.3 144.2 135.8 


Production 
Employment ...... 
Hours 

Sales 

Bank Debits. ... 


100) 


Nov. 
129.0 
111.7 
100.8 
109.9 
144.7 


Dec. Jan. (55) 
130.0 131.0 
113.3 109.4 
101.8 100.8 
111.9 114.2 
150.0 149.4 


Feb. 
133.0 
110.9 
101.3 
108.4 
150.0 


Mar. 

135.0 
111.6 
102.0 
109.3 
150.0 


April 

136.0 
111.8 
100.8 
115.3 
150.0 


june 

139.0 
112.8 
102.0 
112.3 
150.0 


May 
138.0 
112.6 
102.0 
113.3 
150.0 


July 

140.0 
113.5 
101.0 
119.2 
150.0 


Aug 
140.0 
113.7 
102.3 
114.4 
150.9 





MARKET COMMENT 


by L. O. HOOPER 





A News-Influenced Stock Market 


Tue public and the newspapers often 
overstress the importance of news in 
making stock prices. Under normal 
conditions, most investment trans- 
actions are not news-influenced. 
At times, however, news influences 
may overshadow everything. That 
was true after the attack on Pearl 
Harbor, Truman’s election, the Ko- 
rean outbreak and the illness of Pres- 
ident Eisenhower. News is important 
if it is a pleasant or an unpleasant 
surprise, or if it has not been dis- 
counted in advance. Until the Eisen- 
hower incident, much of the news in 
recent months had been semiroutine— 
and there had been a tendency to dis- 
count a large part of it in advance. 
It seems to me that we have now 
entered a period in which news of 
almost any kind may be more im- 
portant because (a) the disposition to 
discount good news is lacking and 
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there is more room 

to reflect it when 

it appears, (b) the 

public is less com- 

placent and there- 

fore reads more 

into each item of 

good or bad sig- 

nificance, and (c) the whole situation 
so far as business and investments are 
concerned is less clear. 

The corporation news environment 
recently has been a price-supporting 
and a price-advancing influence. It 
still is, and will be for a week or two 
longer. After that, we may need some 
fresh inspiration. It may be forth- 
coming, and it may not. That makes 
me wonder what kind of a stock mar- 
ket we will have after these good 
third-quarter earnings reports and 
year-end dividend announcements are 
out of the way. 


As this is written (October 19th), 
the supply area-in the DJ Industrials 
would appear to be somewhere 
around 467-475, I don’t think we can 
get back into the 480-490 area except 
on something unexpectedly good, or 
after much more backing and filling 

The demand area (which may or 
may not hold) would appear to be 
around 430-440. In event of fresh ag- 
gressive selling, which I am not pre- 
pared to rule out, there is a much 
more effective supply area at around 
390-400 

I would feel much better about the 
market if we tested this 390-400 area, 
especially if we do not go through it 
Going through it would worry me, 

Certainly the stock market is more 
sensitive to political developments 
than it has been for a long time. And 
the presidential election of 1956, which 
looked almost routine before the 
President's heart attack, now looks 
like anyone’s race. We do not even 
know who the nominees will be, on 
either side of the fence. Nor do we 
know for sure just what kind of an 
economic and business environment 
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Popular demand for some of the 
best-known stocks has pushed 
their prices beyond their value. 
Equally good stocks have been 
neglected since 1946. They're 
good bargains at their current 
low prices 


70 Stocks Listed 


This Special “Switch” Bulletin 
lists 50 stocks on which Babson's 
clients have been advised to take 
their profits. It also lists 20 
“bargain” stocks of high quality 
having leas risk and better 
futures. The “buy” list based 
on up-to-the-minute research 
covers stocks for income, capital 
gain, growth and speculation. 





LOSSES LOOM ON STOCKS 
NOW SCORING ADVANCES 


Special Babson “Switch” Bulletin 
Advises What to Sell and Buy 


N.B. The recent market break makes this Bulletin 
especially valuable at this time. 


BABSON’S REPORTS Dept. F-42, Wellesley Hills 82, Mass. 


Facts Dictate Moves 


The advice contained in this 
bulletin gives you the benefit of 
Babson’s 50-years’ experience in 
guarding investors’ gains through 
5 booms, 5 panics, 10 administra- 
tions and 2 world wars cover- 
ing periods when the gains of 

ears were lost in weeks. This bul- 

tin will be particularly valuable 
to investors whose experience has 
been confined to the present 11- 
year bull market 


Yours for Only $1.00 


For only $1.00 to cover cost 
of preparation and mailing 
you get this chance to check your 
judgment against the advice of 
Sabson's over 100 trained invest- 
ment personnel. Write: 











BEAR MARKET? 


When the market falls, many common 
stock warrants go down to very low 
prices and atfiord the greatest potential 
appreciation on a rebound. Example: In 
one market cycle a $500 investment in 
Tri-Continental warrants appreciated to ¢ 
$85,000, You should read THE SPECU- ; 
LATIVE MERITS OF COMMON STOCK § 
WARRANTS, by Sidney Fried, for the « 
full story of warrants, accompanied by ¢ 
a list of 50 common stock warrants you 7 
should know about, For your copy, send § 
$2 to R.H.M. Associates, Dept. F, 220 
> Fifth Ave., New York 1, N. Y. 
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1956 Cycle FORECASTS 


STOCKS or COMMODITIES 


(Our 38th Year of Forecast Charts) 

STOCK FORECAST gives chert of 1956 market 

COMMODITY FORECAST gives charts for 1956 
for: Wheat, Corn, Oats, Rye, Soybeans, Eggs, 


Lard, Cottonseed Oil and Cotton and Com 
motity Index 


FREE MONTHLY LETTERS with each Forecast 


STOCK FORECAST $100.00 
COMMODITY FORECAST $100.00 


Smart Traders Know it Costs Less to Be Right! 


W. D. GANN Research, Inc. 


JOSEPH L. LEDERER, President 
Box 656, Seersdele, New York 
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| new uncertainty 


| determined later, 


| profitable 





you would have $68,000 today . . 
and $500 in N.Y. Central $15,000, 


change your whole future. 





Reports for only $3. 


HOW TO AMASS MONEY 
TO RETIRE IN 10 YEARS 


Had you started investing 20 years ago for retirement and put $500 in Zenith, 
$500 in Cities Service would be worth $41,000 


10 Growth Stocks for Riches 


To help you become independent in just 10 short years, we made an eight-month 
study; set up a unique retirement program. 
zling futures like Zenith, Cities Service and N.Y 
selected. Our new “dollar averaging” method of acquiring these stocks, little by 
lictle, has a principle successfully used by big banks, colleges, insurance com- 
panies, pension funds. Our special study explaining this retirement plan should 


10 outstanding companies with daz- 
Central 20 years ago were 


"Planning Your Retirement Now” is yours FREE with 4 weeks’ trial subscription 
to the complete DUV AL'S INVESTMENT CONSENSUS service including Du- 
Val's Growth Stocks, Little Blue Chips, Low-Priced Speculations and all Special 


———-—-=SEND NO MONEY NOW 
DUVAL’S CONSENSUS, Inc. 
Dept. L-241, 41-43 Crescent St., Long island City 1, N. Y. 


Send me “Planning Your Retirement Now” FREE with $5 (Air Mail $5.25) four weeks trial 


subscrt 
date 


New subscribers only.) 


jon to the complete DUVAL'S INVESTMENT CONSENSUS service. Bill me at later 





will prevail a year hence. This is a 
in the investment 
situation, and one which cannot 
quickly be resolved. It may not lead 
to much selling, but it can discourage 
buying. It takes the edge off bullish 
speculation. 

All this is not intended to indicate 
an opinion that the Republicans can’t 


| win without Eisenhower, or an opin- 


ion that the election of a Democratic 
president would be a major invest- 
ment disaster. Those things will be 
not now. For the 
time being the word is uncertainty; 
and political uncertainty is a new 
thing in the thinking of most investors 
It puts the stock market more on the 
defensive and less on the offensive. 
The recent “good earnings news” en- 
vironment does not alter that, even 
though it may have given us a respite 
from facing it 

in the issue of October Ist, I men- 
tioned Lockheed Aircraft. It was 
around 44 when I wrote the item, 
about 10 days before the September 
26th decline. It is now around 49. I 
stated that the company’s backlog of 
civilian business was thought to be 
about $225 million. New orders since 
then have brought the civilian back- 


| log of unfilled orders up to $340 mil- 
| lion, which is in addition to some $860 


million of military business. At the 
end of September, in addition to spare 
parts, the air lines had 171 Lockheed 
transports on order. This civilian 
business ordinarily is much 
than military business 
Lockheed should earn measurably 
more next year than the $6 to $6.50 a 
share estimated for 1955, and the $2.40 
dividend is not all that can be ex- 
pected next year. I don’t see how po- 
litical developments are likely to 
change this rather inviting picture 
The stock sold as high as 644 earlier 
this year 

Bendix Aviation (47), regarding 
which I was so enthusiastic early this 
year, still looks quite interesting to 
me. It is my understanding that cur- 
rently published earnings estimates 
for the year ended September 30th, 
1955 are too low, and that profits 
probably will be between $6 and $6.50 
a share against $5.62 a share in the 
previous 12 months. Bendix has no 
funded debt (except for bank bor- 
rowings) and only 4,569,220 shares 
issued against a sales volume of bet- 
ter than $600 million a year in recent 
years. Its expenditures for research 
and engineering, all charged against 
earnings, are among the largest in the 
electronics industry. Since dividends 
have averaged 47% of earnings for the 
past decade, there is every reason to 
expect something extra, either in cash 
or stock, for the fourth quarter. The 


more 
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present dividend rate is only $2 per 
annum. 

Dresser Industries at around 45 of- 
fers a return of 5.1% through the 
$2.50 dividend rate. It is officially esti- 
mated that profits for the year ended 
with October will exceed $5 a share, 
so the stock is selling at about 9 times 
earnings. This company for years has 
been expanding from without through 
the acquisition of new companies, and 
always has had some “digestion” 
problems in connection with its newly 
acquired units. It would appear, how- 
ever, to be building on a sound foun- 
dation. The trend is toward a well- 
rounded oil and natural gas industry 
servicing and equipment organiza- 
tion. Recent acquisitions include 
Lane-Wells, the Southwestern In- 
dustrial Electronics Company (serv- 
ing the oil industry) and large addi- 
tional reserves of barium sulphate 
(material for oil drilling mud) in 
Nova Scotia. Now that the Hughes 
Tool patents on the three-cone drill- 
ing bit have expired, Dresser is ex- 
panding in this lucrative divisicn of 
the industry through its Security En- 
gineering division. Security lost about 
75c a share last year and probably 
won't make money until 1957, but the 
potential is large since Security is 
currently making only about 3,500 
monthly of the 900,000 three-cone bits 
produced annually. Security aims 
eventually to do at least 12,000 bits a 
month. This may be a more interest- 
ing “growth” stock than some issues 
that are selling at 20 times earnings. 

Hussmann Refrigerator (34) re- 
ports $1.27 a share earned in the third 
quarter, and $3.41 a share for the 9 
months against $1.88 a share in the 
first 9 months last year. So far there 
is no reduction in the strong demand 
for the company’s regular civilian 
products. Hussmann makes refrig- 
erated display cabinets for supermar- 
kets. It should be noted that Great 
Atlantic & Pacific Tea is expanding its 
interest in frozen foods (rather be- 
latedly) and that the company will 
need a lot of equipment. The present 


dividend rate on Hussmann is $1.60 | 


per annum which looks low in rela- 
tion to possible earnings of $4.50 to $5 
a share this year. 

In a market like this, it would ap- 
pear to be a good idea to avoid mak- 
ing new purchases unless there is a 
special compelling reason for acquir- 
ing individual stocks. In addition to 


Lockheed, Dresser and Hussmann, | 
other stocks which may deserve at- | 


tention are Murray Corporation 
(earnings excellent), McGraw Elec- 
tric, Hercules Powder, Electric Auto 
Lite, and Kelsey-Hayes Wheel (where 
some kind of good dividend news is 
expected in December). 
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Announcing 
A Complete Summary of all Value Line Advices on 


700 STOCKS 


NVESTORS can now receive, without extra charge, the new 12-page Summary of 

Advices on 654 major stocks and 60 Special Situations just released to subscribers 

of The Value Line Investment Survey—with 1956 estimated normal price, dividends 
and earnings for each stock. 


With this complete Summary you will now have the vital 


information you need 
for safer and more profitable investing in 1956 including 


@ Value Line's current appraisal of each of 700 supervised stocks, showing which 
are currently Underpriced, which Owerpriced, based on advanee 
1956 earnings and dividends 


estimates of 


@ Yield on 1956 estimated dividend 


@ Growth and Stability indexes and Quality Rank of each stock, based on Value 
Line's exclusive measurements 

@ Each Stock's appreciation potential 3 to § years ahead 

his unusual Summary puts at your fingertips the conclusions reached 


894-page Value Line Survey, enables you to check your stocks against Value 
objective measurements of value. 


in the 
Line's 


Now is the time to take advantage of this systematic current guide to more than 
700 stocks, kept up-to-date weekly. It enables you to choose the strongest stocks for your 
own list—whether you invest for income, safety, appreciation or long-term growth 


SPECIAL: You are invited to receive the lotest 64-page Utility issue AND 
the valuable $ y of Advices without extra charge under this Special 
introductory Offer. In addition you would receive in the next 4 weeks new 
reports on over 200 stocks and 14 industries. Among the companies te be 
analyzed are: 
General Motors 
Kastman Kodak 
ABC. Paramount 
Allis-Chalmers 
Curtiss Wright 
Amer. Aviation 





American Telephon Boelng Bethlehem Steel 
Commonwealth Edison Chrysier Kepublle Steel 
Int'l. Harvester Pan American Douglas Alreraft 
Southern Company U). &. Steel American Airlines 
Facitie Gas & Elect irm Steel Niagara Mohawk 


tieneral Dynamiles Unite Alreraft ine! 200 others 


$5 INTRODUCTORY OFFER 


Includes 4 weekly editions of the Value Line Survey-—with a full-page Rating & 
Report on each of 200 stocks and 14 industries. It includes also a new Special Situation 
Recommendation, Supervised Account Report, 2 Fortnightly Commentaries, and 4 
Weekly Supplements. (Annual Subscription $120 


Plus the 12-page Summary of Advices AND the 64-page Utility 


lssue at no extra charge 
Name 


Address 


City Zone State 


The Value Lihe Survey is now used by ower 1300 indiwidual 
and institutional subscribers throughout the world, mcluding 
hanks, trust companies, insurance companies and uniwersities 


Send $5 to Dept. F8-48 


THE VALUE LINE 


INVESTMENT SURVEY 
Published by ARNOLD BERNHARD & Co., Inc. 


THE VALUE LINE SURVEY BUILDING 
5S BAST 447TH STREET, NEW YORK 17, N. ¥. 
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ADVISE BUT A 


SINGLE STOCK 


THIS WOULD BE IT 


(AND THIS IS THE 
TIME TO BUY IT) 


and for these reasons... Sales now 


of the company here represented are 
247% of the figure 7 years ago. Its 
product is semi-monopolistic and 
sells at a low price. Its use is “re- 
petitive” like phone calls, or Coca 
Cola or haircuts. It cannot be re- 
used, Dividends have been increased 
5 times in the last 7 years. Assets are 
more than 2'% times those of 1947, 


WE DO NOT APOLOGIZE FOR 
OUR CLIENTS’ SUCCESS IN IT 


Yes, if it were suddenly decreed that each 
Stock-Market analyst could recommend only 
one stock to conservative investors who de- 
sire the rich increment practically forced 
apon them by the tempo of American indus- 
try, we would choose and name for you the 
stock we are talking about here. In buying 
this great investment you must know that 
there is wo debt outstanding and that our 
first of 11 subsequent recommendations was 
bought at 113.0 in 1950. Then it rose to 220.0 
and split 4:1 and again we advised it. This 
time at 66.5, which was the price equivalent 
of 2664 ve. our first advice at 113.0. Now, 
the 66.5 stock has risen again, and should 
soon show « gratifying gain on our advice, 
and 


YOU MAY LOOK 
FORWARD CONFIDENTLY 


to an ever-greater future for this singular 
American corporation, It has hit on a wide- 
American necessity; its sales will 
incresse twotold——first, by the growth in 
population and then by the penetrating and 
widespread increased acceptance of the 
product. The management has brains, We 
feel that the record already made will be 
duplicated over @ succeeding 5-year period 
of time. We are willing to anchor this 
recommendation to the foundation of any 
estate whatsoever, and to place this stock 
alongside any of the great names of Amer- 
ican industry, like those of General Motors 
and Eastman Kodak. 


open 


Yes, we wish to send you—the readers of 
Forbes Magazine—the name of this singular 
stock, on which we are hanging our entire 
reputation, It is FREE; an capmnetes goes 
with it; professional usage and procedure go 
with it, together with our best wishes, Sim- 
ply mail your request to: 


TittmaNiSurveY 


ESTASLICHED toa 


85 Westminster Si.. Providence, R. L 
Fil 


equipment, a 


INVESTMENT POINTERS 


by JOSEPH D,. COODMAN 





Switches in Stocks 


I nave been swamped by telephone 
calls, letters from investors who 
say they are in a quandary as to 
whether to hold their stocks. Just 
now, it is hard to guess who the next 
president might be, in case Ike does 
not run. I am still hopeful that he will 
run. It would be strange indeed if the 
Administration be 
during a period of great 
such as now exists 


et 


should replaced 
prosperity 
Either party will 
do its utmost to prevent unemploy- 
ment; money rates will not be high: 
and the building industry will con- 
tinue very But it is possible 
that the backbone of the bull market 
has been broken. If a speculator feels 
strongly that a New-Deal Democrat 
will win, he should reduce his held- 
ings of stocks, or at hold only 
the stocks which are still reasonably 
priced and have a good outlook 
Many stocks been high 
some time. On several occasions this 
year, I have stated that in this group 
were aircraft manufacturing, chem- 
icals, papers, rubbers, coppers, steels, 
drugs, office 


busy 


least 


have for 


electrical 
rails, and various 


equipment, 
few 


| individual stocks (and received nasty 


letters for so doing). I have avoided 


recommending their purchase for a 
long while 
While uncertainty as to Ike’s run- 


ning has impaired the element of con- 


fidence in the gen- 
eral outlook, there 
still many 
reasonably 
for long- 
holding 
which I have pre- 
viously mentioned 
In this column for May 15th 
this year, I wrote the following 
“At present, I consider that many 
stocks are unattractive for the aver- 
age individual the basis 
of current earnings, yields, etc. It is 
well to remember the old Wall Street 
axiom: “When the price of a stock has 
discounted not only the future but 
also the hereafter, it is time to sell it.’ 
Among the stocks which I think are 
high enough are 


are 
stocks 
priced 
range 


of 


mvestor on 


Allied Chemical 
Am. Potash & 
Chemical 
Amerada 
Bethlehem Steel 
Corning Glass 
Dow Chemical 
Eastman Kodak 
General Dynamics 
Int. Business 
Machines 
Merck 
Minneapolis 
Honeywell 


Minnesota Mining 
& Mfg 

Monsanto Chemical 

National Lead 

Owen-Corning 
Fiberglas 

Remington Rand 

Rohm & Haas 

Scott Paper 

Union Caiwide 

Western Unid& 

Westinghouse 
Electric and 
aircrafts generally 
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TRENDS & TANGENTS | pitt: the Ti zy 


(CONTINUED FROM PAGE 9) 


reciey pane for secacer ve, TAMU OL 


brick-and-mortar are being replaced 
more and more by glass, aluminum What’s the outlook for Like the edge of the sea, the stock market is eon- 


d tai l t " pan Is hung onto stantly subjected to rising and receding tides. For 
an Stainless stee ane the balance some stocky the tide is just coming in; for others 
steel frames. New York City’s latest of 1955? the tide is beginning to ebb. Today it's just not enough 
aitiaiiesl 7 . . A good question and one which our weekly to know what t " stocke—you have ta know 
skyscraper, the 42-story Socony Mobil advisory service tries to answer for all subscrib- when to bu 
Building, will serve as a showcase for ing investors. Why you should subscribe 
stainless steel, much like New York’s 
older Lever House (for glass) and Here’ (D-day Tint Subseription) selected a new gr Stocks in. Motion the term 
OER Re . , s Whet $ A complete we apply | stile low-priced stocks which we believe 
Pittsburgh’s Alcoa Building (for You Get fer 1 tour (0 Wait ne . Py ; 
aluminum). A trend within the trend 4. Selected LIST OF 15 STOCKS with unusual Grewth- 


toward panel-wall skyscrapers is the rd porennnen — LY velés. | INTERNATIONAL FINANCIAL DISPATCH 


increasing use of color on all sur- ? : anstantly Evaiuates—Analyzes and Projects the prebabie action 
. & 8 copies of the “Week-End Dispatch. - * quvent icaeate iter wareet wee basic English with. 
faces 4 copies of the “Fortnightly Dispatch. gut charts, graphs, or complex statistical ana 

. e e 2 copies ef “Monthly Forecast Dispatch.” brings our clients considered opinions aimed at their sonal 
rE ; Continuing specific and unhedged advice. profit one taceme Our forecasting is based een, accumu ne 
Dividend Payments by mutual funds Current carefully selected security recommen- enite monet’ Sowton to bey tor foot one aotiert _ 
(open end) averaged 75% higher than dations 


. Just send $1 and the ee below... 
those of closed-end investment com- es dividend-paying buys fer capi- to cover postage and we will send you our regular $180 yearty 
panies during 1955’s third quarter. 


and sell. That is why timing is indispen 


sable to marke 





Internatior sancial Dispatch has carefully 


are timed tod ‘ arket m 


MPR PPD 


service fe he neat slaty (6 mies We want you te prove 
Names of 2 outstanding Special Four Star Steck to yourself that our service can make stock profits for you 
Payouts by 116 open-end mutuals to- recommendations —one eseh month. 


— Personalized analysis ef your investment pert- | INTERNATIONAL FINANCIAL DISPATCH 
taled $88.7 million, averaged $750,000 $4 


°° 


folie. 150 Broadway, New York 38, N. ¥ 
per fund. Twenty-eight closed-end Right to consult with us en any financial invest- Here's my dollar, Rush me your first weekly diepaten 


. 2 9¢ ment problem. and keep (hem coming far the neat eiaty (60) daye thereafter 
investment companies paid out $12.3 i 
ame 


million, an average of $440,000 per BONUS OF FER — (new subscriters) : ia 


Addr 
company Twe (2) Dynemic Growth Stocks — selling = 
around $16 and $8 per share, both with tre 
° bd bd mendous growth-proht potential 


Largest turnpike financing on record Hv TULONTOOVEHOOUUHHOOUEOOOOEnOOaOAnaNvOneO HH ceneuuUnoneOOUoNsonUeHNOGOeNO 
took place late last month when $4.5 7 
million in Illinois toll road bonds were iv 
sold by a 564-member underwriting 
syndicate. Illinois’ Governor William 
G. Stratton said the financing marked 
“only the beginning” of his state's 
super-highway program, which will 
cost over $1 billion in the next few 


years 
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WHY We NOW Recommend 


BYMART TINTAIR 


Stock About $1.50 Per Share 


. 2 - 

Housing credit restrictions will be re- 
laxed promptly if new dwelling con- 
struction falls perceptibly in coming 
months. So says Norman Strunk, vice 
president of the U.S. Savings and 
Loan League. “Recent steps taken to 
curb excessive credit in home-build- 
ing,’ says Strunk, “are beginning to 
work.” But since 1956 is an election 
year, he predicts that the Administra- 
tion will try to keep housing starts at 
a minimum—about 1,2 million yearly 
On a seasonally adjusted basis, hous- 
ing starts in August set a yearly pace 
of 13 million units 


Tintair, a beauty and look-younger product very popular with 
the women of America, is nationally advertised, effectively 
merchandised 


Wonderful repeat market because products have to be used 
regularly 


Largest seller of its kind in U. § 
Company is in strong financial conditior 


With intrinsic value of this overlooked Growth stock greatly 
enhanced during past year, we expect it soon to sell much 
e e ° higher and recommend immediate purchase 

Stainless steel coins ordered by Cos- 
ta Rica have prompted enterprising 
U.S. steelmen to prod the Treasury 
Department to mint dimes, quarters 
and halves made of steel instead of 
silver. Their argument is not likely to 
cut much ice with lobby-conscious 
Congressmen. The Government did is- 
sue steel pennies during the World 
War II copper shortage, but never 
braved the wrath of the silver inter- 
ests by using steel to replace silver in 
larger coins. 


Send Coupon for FREE Report 


om GENERAL INVESTING CORP. = om oe m= 


60 Wall Street, New York 5, N. Y. BOwling Green 9-1600 


Please send me FPREE Report on Bymart 


Name 
(please print full 


HN 


Address 
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Memo to: 
The Security Buyer 


Interested in knowing why 


ABC-Paramount 
Air Reduction 
Chrysler 
Pittston 

The Utilities 


are candidates for your at 
tention? Our studies will be 
gladly forwarded to you 
without any obligation. 


Josephthal & Co. 


Pounded 1907 
Members 
New York Stock Exchange 
and other leading exchanges 
120 Broadway 
New York 5, New York 











FOUNDED 1665 


FREE ON REQUEST 


Complete Check-up 
OF YOUR SECURITIES 


Future possibilities of the securi- 
ties you own may look good — until 
you study all the facts. Then you 
may find that new developments 
have changed the picture com- 
pletely 

That's why you should have a 
thorough check-up of your securi- 
ties regularly 

Our Investment Research De 
partment will be glad to review the 
securities you own, We'll then send 
you a factual report and sugges 
tions for action 
Write, giving a list of your securities, 

stating number of shares held. 


THOMSON & McKINNON 


SPCURITIES « COMMODITIES 
11 Wall Sereet, New York 
42 offices in the U.S. and Canada 


MEMEERS NEW YORK STOCK EXCHANGE AND OTHER PRINCIPAL 


—_ SECURITY AND COMMODITY EXCHANGES . 


THE MARKET OUTLOOK 
| 


by SIDNEY B. LURIE 





Notes For The Perplexed 


Retaicers have an axiom to the effect 
that you can't argue with the cash 
register. And a similar premise can be 
applied to the stock market, too, in 
the sense that the market usually tells 
its own story—to those who look be- 
yond the surface. More recently, that 
story on th< constructive 
For example, each 
of the three blue Mondays brought 
forth successfully smaller waves of 
liquidation. At the same time, a grow- 
ing number of individual issues be- 
came indifferent to weakness in the 
All of which is usually a 
sign of a bottom turning point. Thus, 
as October becomes a bad memory, 
fact the much, and 
probably overated, loss of confidence 


has been 


side of the ledger 


averages 


one stands out 
has been confined to the speculative 


fraternity 


not the consumer or busi- 


nessman 
On the cathartic to 
speculative enthusiasm has its favor- 
able aspects. For one thing, it has had 
the end result of tempering a national 
that carried the seeds of 
its own destruction. Secondly, specula- 
tive psychology has been adjusted to 
a political unknown which might have 
troubled the 
months hence 


broad view, 


momentum 


level three to six 
As a matter of fact, 
there has been so much discussion of 
the pros and cons of possible change 
in administration that politics may 
cease to be an important market factor 
The same event is seldom discounted 
twice 


price 


which means that once an un- 
certainty becomes an established fact, 
Proof 
of the adage can be found in the al- 
most complete indifference to the in- 
crease in the prime loan rate to the 
highest level in 25 years. A_ short 
three months ago when, incidentally, 
the averages were 
levels, credit tightening was a cause 
for concern 

Today, however, there may even be 
a constructive side to the money and 
credit equation. Case in point, while 
the rate would 
not be as meaningful now as in past 
months, the fact remains the Federal 
Reserve Board thus far has not done 
the expected. Moreover, recent ad- 
dresses by two of the President's top 
economic advisers hint that the next 
important change in credit policy 
probably after the turn of the year 
is likely to be in the direction of ease 
For example, Dr. Arthur Burns, Chair- 
man of the Council of Economic Ad- 
visers, said that “A program of fiscal 
restraints could be caried too far,” 
while Dr. Gabriel Houge said “Gov- 


it no longer has price impact 


around 


present 


a rise in rediscount 


ernment should 
foster stability 
through the use of 
indirect monetary 
and fiscal meas- 
ures.” The impli- 
cations seem plain 
the 
strength in high-grade bond prices is 
plainly saying a period of prolonged 
credit tension is not in prospect. This 
is a new Plus in the market back- 
ground 

The apparently successful manage- 
ment of our monetary policy high 
lights an ironic point. Although this 
has been widely regarded as a “con 
fidence bull market,” most security 
buyers seemingly lack confidence in 
the nation’s ability to remain on even 
keel. Yet the two go hand in hand 
particularly today, when our economy 
has demonstrated a new resiliency, a 
new inherent buoyancy. Case in point, 
a year ago, few if any were willing 
to concede a record-high year for 
the auto industry in 1955. Yet manu- 
facturers produced the cars, and the 
public bought them at an unprece 
dented rate. That dealers are com- 
plaining bitterly is beside the point 
A distribution revolution is taking 
place in all industry. More important 
is the fact that Detroit, which has 
placed a multibillion-dollar bet on 
New Era, has consistently out- 
guessed Wall Street. And today it 
views the 1956 potential more liberal 
ly than does the average speculato: 
who has talked, but not acted, Confi- 
dence 

In other words, those who now 
dwell on the unfavorable side of the 
coin may be underestimating the ca- 
pacity of our economy to absorb in- 
dividual rolling readjustments within 
the framework of overall prosperity 
Why emphasize the probable declin 
in residential building next year when 
this segment represents only about a 
third of the total of all types of con- 
struction? It can, and probably will, 
be offset by increases in other types 
of construction: schools, commercial 
buildings and the like. Wouldn't it be 
well to remember that the building 
industry turned downward in 1926 
while the economy as a whole con- 
tinued to prosper? Wouldn't it also 
be well to emphasize our more scien- 
tific business management whose 
planning on a long-term basis means 
that expenditures for new plant and 
equipment probably will reach a rec- 
ord high next year? 

Of course there are certain trouble 


Moreover, 


oul 
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spots. But speculation is not the sort 


of art that can be developed with the | 


aid of a Univac. A balance seldom 
falls neatly into place. Moreover, the 
unknowns may be too obvious, and 
today there is a “new” obvious. For 
example, it means very little that 
certain copper producers say the pres- 
ent 43c-per-pound price is high and 
will be tested in 1956; the trade has 
consistently underestimated the ex- 
tent and vitality of world-wide copper 
demand. Astute companies have been 
searching for new copper ore bodies, 
not uranium. Thus, weight should be 
given to reports that the chemical in- 
dustry, whose raw materials are build- 
ing-blocks for a host of industries, is 
receiving an excellent rate of in- 
coming orders. No less significant, one 
steel producer after another is pre- 
dicting a capacity level of operations 
through the first half of next year. 

You can’t argue with the cash reg- 
ister. And the evidence supports the 
prediction that our gross national 
product in 1956 will be around $400 
billion, as compared with $390 billion 
currently, and roughly $360 billion in 
each of the previous two years. True, 
this would represent only a moderate 
rate of improvement over 1955, but 
would double the 1946 level and re- 
quire no apology, for it means that 
business will be good next year. 

As this column goes to press, the 
market has few friends. Caution is 
the popular watchword. No question 
about it, a strong case can be made to 
the effect that this year’s industrial 
average high has been recorded. But 
it seems to me that an equally strong 
case can be made that the lows like- 
wise have been established. After all, 
it takes a surprise to make a new 
price trend, and there is no “surprise” 


in the pros and cons now being de- | 


bated. Sure, tax selling probably will 
be heavy in the next 30 days, but the 
impact may be localized. Moreover, 
we soon thereafter will experience the 
pronounced stimulus of year-end in- 
vestment demand. 

Beneath the surface, however, two 
conditions are likely to be witnessed: 
1) There will be an intensified interest 
in defensive issues—those that ap- 
peal to the professional investor faced 
with the constant necessity of employ- 


ing capital. 2) There will be a con- | 


centrated interest in outstanding 
speculations—issues that have the 
benefit of an above average claim to 
fame. In turn, this means a series of 
private bull markets with many in- 
dividual stocks reaching new highs. 


Illustrative of these thoughts, util- 
ity stocks are favored candidates for | 


a private bull market since: 1) The 
probability that the high grade bond 
(CONTINUED ON PAGE 47) 
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Capital Gains 


And where to find them... 


Look for capital gains in a company well diversified, managed with 
emphasis on expansion—and based soundly to take advantage of growth 


opportunities .. . 
Micro-Moisture Controls, Inc. 


Here is a relative new-comer to that select group of companies that can be 
classified as possessing growth potential. 


That potential is based on diversi 
fication. 


Electronics 
Cooling and Heating Products 
Building Supplies 
Chemical Products 


Here is the base for further and faster growth in a company that has proven 
it can produce and distribute products the public wants 
get information on this growth situation- 
per share. 


We suggest that you 
now selling at about $1.25 


Just fill in and mail the coupon below. 


McGrath Securities 
CORPORATION 
70 Wall Street, N. Y. 5, N. Y¥. @© WH 40175 


Please send me information on Micro-Moisture Controls 


Name 
Address 
City 
Telephone 














NEW ISSUE 


400 Shares 
WASHINGTON REAP, INC. 


COMMON STOCK 


Washington REAP, Inc. offers owner- 
ship, under the REAP Pian, of Shipley 
Park, a garden-type development con- 
taining 249 apartments, which is lo- 
cated in Washington, D. C., approxi- 
mately 15 minutes’ drive from the 
Capitol. 


All subscriptions will be held in es- 


crow pending completion of this of- 
fering. 


* Copies of the Offering Circular 
Price $500 per share 


may be obtained from the Underwriter 


bn | 


REAL ESTATE ASSOCIATES PLAN, ING. 


14 Journal Square, Jersey City 6, N. J. © SWarthmore 5-1313 
New York City Phone BArclay 7-662! 
Please send me a copy of the Offering Circular describing Shipley 
Park Apartments and the terms of the offering of 400 shares in 
Washington REAP, Inc. | am to be under no obligation. 
Name 


Address 


Lecce eeeeeeeeeeee* 


4! 








BULL 
YEARS 
AHEAD? 


Every executive responsible for money 
decision should understand the present 
and why 1949 detonated « market un- 
known in financial history. The origins 
of the 35 year “dwarfed area.” Why 
money staged « “premature” advance 
in 1925 and what caused the violence 
of the 1929 crash. The turnabout in 
the basic “money cycle” only recog- 
nised by few. Why prices are heading 
to recover the lost time of 35 years. 
This study has been termed “The 
most decisive and profound ever is- 
sued, disclosing an unsurpassed know!l- 
edge of money and markets.” Get this 
at once 
Can the G.O.P. present an Eisenhower 
front for 1956? Who is likely for the 
next Presidency? Can confidence be 
restored and maintained? The analysis 
that searches the future of the present 
confusion 
“HAS BOOM FINISH BEEN SIG 
NALLED?” 

This penetrating cur 

rent release, and the 

above te s 
$900 AND ORIGINS OF $900 

THIS MARKET 

Both items 

New Clients Only 


Cc. F. M. Williams 
36 West 40th Street, New York 18 
New York 














“PATHS TO PROFITS" IN 
UNLISTED SECURITIES 


Explore the “paths to profite” 
with th most a 


in unheted 
urate and comprehensive 


securities 
guicke 
available to the investor -OVER-THE- COUNTER 
SK URITIES REVIEW Whichever 
profit prete generous inocume 
growt ‘ mm locate tt im the er the 
there are almost ’ 
ed npanies with 2 lividend records 
oh rele er 6% | Capital gain adherents can find 
profits in this market Here are 
s selling tor a tracts 
candidates 
nean large 


market, For example 


year plus 


of egurt 
w hevne oquisition | 
stackholder profit 
enter prises i" the 
OC SR 
ompanies tror altvicpet 
dividends 
ew products, new facilities, fnancing 
000 pages and literally tens of thou 
financial tacts a year 
whet size ineues Alm 
Free Literature Service for special situ 


ithful ' 
coments of their 


rejuvenated 
growth patter: 
u news of then 


noeti valle investment angel 


reach you tt 
many special fea 


reports an tesuec 
year's subscription send $4.50 t 


OCSR SecUniries ‘Review 


Dept. 19, Jenkintown, Penna. 


vs Yor an additional $5.00 yee can obtain 
the 1955-56 Edition of OVER-THE-COUNTER 
SECURITIES HANDBOOK. Comprehensive 
descriptions ef ever 585 anllsted compantes— 
lees than « penny a writeup! 








SMART INVESTORS 
BUY BARGAINS NOW! 


Send $1.00 for reports F-24 and F-36 on 
twe cutetending growth stecks. Both 
are good buye right new. 


THE INCOME BUILDER 


RIVER EDGE + NEW JERSEY 











STOCK ANALYSIS 


by HEINZ H. BIEL 





Keep Your Powder Dry 


By mid-October the stock market had 
regained some semblance of equilib- 
rium, but it looks more like an un- 
easy between bulls and bears 
than a solid base for the 
of the bull market 
to have 
at least 


truce 
resumption 
The selling seems 
dried up, for the time being 
but the feeble and 
rather unconvincing. The sharp con- 
traction of trading volume, 
1,480,000 shares on the 
umn is written way or 
another, this lack of conviction 

Of course 
spoiled in these past two years, when 
the only discernible 


was up and the 


rallies are 


to a mere 
day this col- 


reflects, one 
we have become a little 


market trend 
average monthly ap- 


preciation was nearly 4%, o1 


aimost 
as much as a year’s dividend income 
That stock couldn't 
keep on this 
at least it should have 
obvious It is 
this 
convinced that the 


prices possibly 


going up at rate was 


obvious been 
impossible to 
contention, but this writer is 
stock market 


awakening, 


pi ove 


was 
ready for a rude regard- 
President 


and all its 


less of the coincidence of 


Eisenhower's illness im- 
plic ations 

This current interval of inertia and 
inde« ision 


Some 


want to see 


awhile 
impatient, 


continue for 
investors are 


may 
they 
a quick 

But 


happen that way 


decision one way 
usually it doesn't 
Even though there 
is probably a preponderant tendency 
towards 
stock 
strong 


or another 


somewhat lower prices, the 
likely to 


support for the 
two from (1) 


market is receive 
next month or 
excellent 
ports for the third quarter and 
equally good estimates for the full 
and (2) liberal year-end divi- 
dend declarations that will 
over-all yield to 


earnings re- 


year 
boost the 
average rather re- 
spec table leveis 


But 


factors which have 


basically, these are known 


been quite heav- 


And 


predict a 


ily discounted all along 
I know of no 
slump in business in 1956 
that 


pr ospe rous 


while 
reason to 
it must be 
gains over the 
1955 level 
best The added 
tainty of a probably wide-open presi- 
dential election strengthens my be- 
lief that, at least for the time being, 
continued caution may prove the bet- 
ter part of valor 

Such “buy” suggestions as are 
given in this column are intended for 
investors who are grossly 


realized exceed- 


will be 


uncer- 


ingly 
modest at 


underin- 
vested or as replacement for less de- 
sirable holdings. At this time I do 
not generally advocate additional 
commitments, and to those who have 


prudently built up 
a cash reserve I 
recommend that 
they be patient and 
keep their powder 
dry 

The investment 
market of chemi- 
cal equities may soon be enriched by 
the addition of Reichhold Chemicals, 
Inc., one of the very few major pri- 
vately owned companies in this in- 
dustry Reichhold, an_ important 
manufacturer of synthetic resins, 
pigments and _ industrial 
of great variety with a 
dozen plants in this country and 22 
foreign subsidiaries and affiliates, is 
negotiating a merger with Catalin 
{listed on the American Stock 
Exchange) on the basis of 3 shares 
of Catalin for one of Reichhold. With 
Catalin selling at 10%, the indicated 
value of Reichhold is 31% 

According to published reports for 
the first eight months of 1955, 
bined volume of the 
is running at the rate of over $72 
million a year with net earnings of 
$2.5 million. After consolida- 
tion and complete integration of the 
two companies (Reichhold produces 
Catalin’s basic raw materials), a sub- 
stantial improvement is_ indicated 
with a possible net income for 1956 
estimated at $4 million, or $3 a 
share on the 1,317,000 shares of 
Reichhold-Catalin Chemicals, Inc. to 
be outstanding. If these semi-official 
estimates can be realized, the stock 
is valued currently at only about ten 
times next year’s earnings which, in 
my opinion, is unusually conservative 
for a growth situation in the 
cal industry 

Complete information on Reich- 
hold will not be available until a 
registration statement has been filed 
with the S.E.C., and there is no cer- 
that the merger with Catalin 
will be consummated. This is the 
principal risk in this situation, and 
this is the reason why Reichhold 
stock can be acquired at such a com- 
paratively moderate price through 
of Catalin. However 
because Reichhold appears to have 
all the ingredients of a promising 
growth stock I believe that specula- 
tive purchase of Catalin around pres- 
ent levels is fully warranted 

Brief comments: 

Stocks that act well in a weak mar- 
ket promise to be the leaders on the 
upturn. Eagle-Picher, bolstered by 
an excellent third-quarter statement, 


chemical 
chemicals 


Cor p 


com- 
two companies 


about 


ove! 


chemi- 


tainty 


the purchase 
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seems headed for a new high. 


Chesapeake & Ohio (5442) is a QUESTION: WHAT MAKES 


conspicuous performer in a very un- 


happy rail group. A dividend boost | A CANADIAN STOCK 


may be forthcoming shortly. For a | OVE UP AND DOWN? 
truly lush yield consider Seaboard M § 
Airline’s well protected 6%4% at N ot .mecnle soem to. think tien ol 
73%. . he ar factor in 
Chrysler, usually a highly volatile tile advan 2 and decline 
stock, is outperforming General Mo- - binds gr wnt Ae 
. wo rs c enna 
tors. The two are not in the same | onkeunting ‘él sient 
league, to be sure, but that makes § demand. A mining 
Chrysler’s resistance all the more attra nublic following ray 
significant. sone ~ agen abt 
. 1 oe . r ) ? cann rise wit j eir 
General Cigar (3444) is Selling hattored dean ancia by arott teline.. 1 
10% above its September high! This vy in that zone until. all potentiol 
rise against the trend is no accident. | ymand for shares has been satisfied 
ks : : 7 ‘ til <b o te moved from pr 
Earnings are improving sharply. ares have vec t f 
Bayuk Ci (16%) ; the ' honds into the hands 
ayuk Cigars — 4), now ne hey ees diem, Pascoe 
world’s largest cigar maker, deserves | rs. At this point, demond 
attention. und the stock sitting on a 
Filtrol, down 9 points from its high held by thousand: fe tentiol seller 
. P 4 . te * on otential j +? 
of 62%, but still 50% above the price we in he ae herd fhe m0 
. . supply bec $s 7h Oo ne ne y oe J hare 
at which it was recommended nearly the market. Thousands of people hav f ; amateur hands 
a year ago, should not be sold. The tock which they ore anxious to sell $ n 
long-range profit potential is far from vy are anxious to sell it « 
exhausted. First nine months earn- disappointment grow 
ings were $3.28 a share vs. $1.94 a thei agen ewe ocsees hag , : 
year ago. | of through the levels at which publ ; i , A ol _ 
The management of Houdaille- | buying first came into the market roel _— 
Hershey Corporation requests cor- | decline couses still a third type of tl a th won 
Lapret ina: Holders become anxious to sell at } ; 
rection of an et! roneous ‘Statement mallest possible percentage of lo the 
(Forses, Sept. 15) that it is “getting | teepens the decline, with rallies develop f 
out of the unprofitable shock ab- ng only briefly os short-sellers buy to take bs oe Soe . / Hy a sd = 
Thar field” Tir a fs: Tt ntermittent buying is of minor winners @ yeor out of o dozen losers 
so! bet field. . This is not the com- | nsequence, however. Selling, or supply, ‘ink Vm lucky. But tell me—whet ec- 
pany’s intention. _Houdaille-Hershey | Hill rules the market ond will rule the ‘ownts for the fact thet some of the 
is merely discontinuing an unprofit- market until the stock has dropped so low stocks I've bought heve done quite well? 
able account. snd has been sold so heavily that selling A: Mother Nature, probably. Occasionally 
pressure is exhausted. ittempts to make news and distrib 
@: Will @ stock always advance once it » public, a promoter will 
y me th Th 
INVESTMENT POINTERS reaches the point where supply is ex- petied ewe stilt 


-. ced? P t a promotional group 


op jlar stock by maans 


f 


may be terminated 
Q: | always thought good news made a 
stock go up, end bad news made it go 
down. Have | been wrong? 


3 to sell at a break-even 
7 


percentage 





re) i i " i situ 
(CONTINUED FROM PAGE 38) A: Not necessarily, but in any given a 
tion it is possible to conclude with a } gh 


degree of accuracy whether ao recovery 


at 40 cents ao share 
of st k t as the dr 
i : ' ne Inada richest orebodie 
I thought that these stocks were in a will develop or not. First, you must bear 444 , L started its hist 
. : ° j in mind that the market's pub! llowing $18 
selling zone, even if they should ad- Waegpen gine A Aiggemaaitir® acayynt Sitar erage 


vance somewhat further. people become infatuoted enough with qa @t But If things like thet heppen in Can- 


ric run to 





1% 


I suggest that readers holding any | because of its speculative appeal, ada, don't | stand « good chance of viti- 
Af tye ng seg A aE tk »y will buy it at any price—poying five, metely making @ fortune if | just keep 
o Me stoc s or g I h h times what i is worth. And by trading in my present fashion? 
the previous paragraphs, switch to the » token when the slide begins and A: H e players take the same approach 
following: starts selling again, panic w and most of them die broke. We've found 
] bg 3 he weaker holders to sell at ar : ke GC busine of the Canadian 
American Chain Johnson & Johnson ' with most of them ultimately sellis market at the expense of those who treat 
& Cable Montgomery Ward considerably less than the stock 13 a gamble. We do soy our af 
American & National Supply h in terms of cash and other assets roach he right one; we only know that 
Foreign Power 7 ss at the end of a typi ol decline a ' v and pr fitable and that be 
New York Central tock ts ent fe be condderebly under , sh volo y of the Cana 
American Stores Northern Pacific priced, which means shores thrown onto é } ” to achieve a tar 
American Pacific Finance the market by frantic public holders will o ite stur an we could po 
Tel. & Tel. s - be considered bargain merchandise by sib ) BV investing for growth and 
Chieema, Rock Philadelphia Elec. seasoned professional traders. Competition Alea 
- , i i herefc vel< omong intorm 
Island & Pacific gin rea & Lake “0 therefore, devel »p om 3 int ied Q: Wevid this be .. good time for me te 
rie RR. stort trying your methods? 


A: Any time is « i time for us. When 


the w rhe ‘ 1OO¢ were toking profits 


buyers, and as supply exhausts itself this 


. | ‘4 y 
City Stores Reynolds Tobacco competition will result in a rally, with 


demand once more ruling the market until 
9 
on upward exhaustion point is reached 
ae _  Secony Mobiloil @: But de you mean te say news has no 
Continental Baking south Porto Rico bearing on any of this action? 
H. J. Heinz Sugar A: News acts only as o catalyst, helping ‘ sting lor n anticipation 
: , ¢ iaustio st or ‘ ) "i | a0co0d aaain 
International Southern Pacific 4 _ - the —e oy of upply 9 - 3a 
P ‘ eman a protessional operator steps dor j ‘ al subscription 
neters Sun Oil into a stock which hos reached a down r 33 ‘ J of sin weeks? 
International Standard Oil of word point where supply has been ex ) addr chell of Canada, 14 
Tel & Tel. iforni hausted, he may move to acquire oa large Davenpor Toronto 5 Canoda. 
ailiornia 
é sition th norket bax j o | ne ‘ 5 
International Silver Woolworth - Cm he Men See op fo © ran ; $3 


Combustion Sinclair 
Engineering anticipation of the 
And when it's 
positions ond 
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Have You Considered 


ELECTRONICS 


as an Investment Medium? | 


You can invest ino diversified grovp 
of electronics securities through 
the shares of 
TELEVISION - ELECTRONICS 
FUND, INC. 


Get the booklet-prosectus about the 
Cempony from your investment 
dealer or mail coupon to 


TELEVISION SHARES 
MANAGEMENT CORP. 


135 5. le Selle S. 115 Broodway 
Chicago 3, ii. New York 6, MY. 


ADDR» 
ory 








Income Fund, Inc. 
Capital Stock 


The subscription price is the 
net asset value per share, 
without the addition of any 
sales load or commission, 


Mail the coupon below for a copy 
of the Prospet tus 


de Vegh & Company 
One Wall Street, New York 5 
Name 


Address 





For the Corel Sontal 


Sires ANNUM 
4 ond "ls (Current Rates) 


on Persone! Savings, Trust Funds, © 
E> institutions! Funds, Corperete Funds 
Palo ev 
INSURED SAVINGS 
ASSOCIATIONS 
Any Amount—$600 te $1 MILLION 
We All accounts insured by Federal Agency 
te fully Protected Mail Progcom 
Ast for our Nation Wide list— 
Complete informotion 


= NO CHARGE FOR OUR SERVICE 

Insured Investment Assoc. 

7 176 W. Adams St. © Chicago 3. til 
Finencial 62117 STote 2.4499 








THE FUNDS 


FUND GROWTH 


Like autumn’s leaves, the third quar- 
ter reports of scores of mutual funds 
are drifting in. But the figures on 
growth seem to defy the laws of grav- 
ity; they go up—and up 
Fund, for 
that in its three 
(since Octobe: 


Value Line 
example, reports 
years existence 
1952) its total net as- 
sets have risen over 500-fold, from 
| $109,000 to $56.5 million, shares out- 
standing from 27,160 to 9.1 million 
Other funds also reported continued 


Income 


record expansion in assets and num- 

ber of shareholders 
Nationa! Securities’ 

increased its 


series of funds 
outstanding shares by 
37% in the September: 
1954. Wellington Fund's share sales 
were up 32'2% for the 
United Funds, Inx 


yeal since 


same period 
's total assets at the 
end of the third quarter were $247.2 
million, up $80.5 million for the yea 
Net assets of Chemical Fund topped 
$100 million for the first time at the 
end of the Common- 
wealth Investment’s third quarter to- 
$100- 
yea 
nine- 


third quarter 


tal net assets went above the 
million mark, up 25° for the 
Television-Electronics Fund's 
months sales of $37.4 million, 
record up 129% 
period last yea: 


a new 


were over the same 
Total assets of the 
fund reached $105 million, up 96% 
for the with 9.3 million shares 


outstanding compared with 5.7 million 


year 


shares a year ago 

The 144 mutual fund members of 
the National Association of Invest- 
ment Companies reported net assets 
of $8.5 billion as of September 30, 
1955, a gain of $1.2 billion for the 
nine months this year. Third-quar- 
ter mutual fund investor 
totalled $314 million, 
million 


purchases 
redemption $100 


TAX ON GAINS 


TAXABLE status of capital gains distri- 
butions in different states vary in ac- 
with the laws of each State 
Fund managements in the final quar- 
| ter are pointing this out to sharehold- 
| ers—and also the fact that capital 
gains distributions are subject to the 
| lower federal income tax rates applic- 
able to long-term capital gains wheth- 
er or not the investor has held mutual 
fund shares for six months. Many 
of the leading funds are furnishing 
their shareholders with specific in- 
formation on the tax status of their 
holdings, with a report on dividends 
| and capital gains and income paid or 
credited to them during the year. 


cordance 








BRITISH UNIT TRUSTS 


Berrisn investors over the last cen- 
tury were accustomed to pool their 
purchases of equities, especially over- 
seas ventures, in what they called 
investment trusts. The US. $8.4- 
billion mutual fund industry is an 
outgrowth of these early British 
equity holding companies. 

Last month the editor of The Econ- 
omist, first ranking British business 
magazine, talked with a visiting 
American, Walter H. Morgan, presi- 
dent of $460-million Wellington Fund, 
of Philadelphia, one of the U.S.’s 15 
largest open-end funds. The editor 
was impressed by the magnitude of 
America’s mutual funds: “British in- 
vestment trusts,”. said he, “show noth- 
ing to compare in size with the great 
open-ended mutual funds.” England 
now has &@ number of “unit funds,” 
the closest British parallel to the U.S 
open-end fund. The Economist's edi- 
tor suggested that Mr. Morgan organ- 
ize a Wellington Fund in England “on 
similar lines and management, but 
containing British and perhaps Ca- 
nadian shares.” 

British firms, he said, undoubtedly 
would be glad to sell some Wellington 
Fund shares to British investors. But 
large sales would be unlikely be- 
Stock Exchange members in 
London are barred from “aggressive 
selling.” Vigorous sales efforts of 
members of U.S. exchanges is a prin- 
cipal element in the phenomenal 
growth of America’s mutual funds 


cause 


LONDON’S NARROW MARKET 


Morcan’s mission in England was to 
study the feasibility of buying ordi- 
nary (common) shares of British 
companies for the Wellington Fund 
portfolio. The Economist's editor told 
him that the fund probably could 
buy some large blocks of certain Brit- 
ish companies’ ordinary shares. But 
he added .with amazing candor, “Can 
it (the fund) get out again in Lon- 
don’s narrow market?” 


BOUGHT AMERICAN 


Tue London Stock Market once was 
even broader than our own in certain 
American issues. English investment 
trusts bought large blocks of Amer- 
ican industrial and commercial equi- 
ties after the Civil War. Scottish trusts 
favored mortgages on rich Pennsy!- 
vania and Virginia farm lands. Britain 
owned about $5 billion worth of 
American stocks and bonds at the 
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outbreak of World War I, enough for 
a say in management of some of our 
railroads and mines. Downing Street 
requisitioned these securities, sold 
them back to American investors. The 
effect, combined with war loans to 
Europe, converte’ the U.S. from a 
debtor to a creditor nation. 


ADDITION & SUBTRACTION 


LeHMaAN Corp. (closed end) has added 
to its African investments 25,000 
shares of Consolidated Gold Fields of 
So. Africa. The fund also increased its 
holdings of United Merchants & 
Manufacturers, bought its first block 
of Hudson Bay Co. (10,000 shares). 
Another new investment: a 13,000- 
share block (worth $350,000) of Cap- 
ital Airlines. 


Massacuusetts Investors GrowTH 
Funp added to its portfolio Gustin- 
Bacon Manufacturing (10,000 shares) 
and Hammond Organ (10,000 shares); 
it sold its Diamond Alkali (13,000), 
Food Machinery & Chemical (10,000), 
and General Dynamics (10,000) hold- 


ings. 


Broap Street Investinc during the 
third quarter added McGraw Elec- 
tric to its portfolio, also increased 
holdings in American Gas & Electric, 
Brooklyn Union Gas, Columbus & 
Southern Ohio Electric, Illinois Power, 
lowa-Illinois Gas & Electric, Northern 
Indiana Public Service, Rochester Gas 
& Electric. Holdings were reduced in 
Atlantic City Electric, Florida Power 
& Light, General Electric. 


NATIONAL INVESTORS increased its hold- 
ings in Jewel Tea, National Cash 
Register, Standard Oil (N.J.), and 
Tennessee Corp. It sold Blockson 
Chemical and Texas Pacific Coal & Oil. 








DIVERSIFIED 


INVESTMENT 
PROGRAM 


To Bring You a Steady Income 
of $200 Every Month 


For 53 years FINANCIAL WORLD has been supplying investment informa- 
tion and guidance, helping thrifty men and women to invest their surplus 
funds more wisely, more profitably and with a maximum of stability, 


FINANCIAL WORLD staff has planned a well-diversified Lnvestment Program 
designed to bring to the prudent investor a STEADY MONTHLY INCOME of 
$200. It is made up of 12 sound investment-grade stocks, representing estab- 
lished companies backed by good earnings over a period of years, combined 
with long unbroken dividend records, mostly over 20 years and 5 with records 
of 40 to 74 years. 


Indicated yields above 5%, which is better than average considering high 
quality. Investment-Ratings accorded these selected issues by FINANCIAL 
WORLD “INDEPENDENT APPRAISALS” all “B” or better, mortly “B+” to 
“A+”. You'll find this model portfolio really helpful in adjusting your own 
investments to realities of today’s changing conditions. 


$7 VALUE FOR ONLY $5 
Save $2 on New Get-Acquainted Offer 


If yom want better values from your investment dollars return this “ad” with 
$5 for next 18 weekl es of FINANCIAL WORLD (Big $7 Value for $5), and receive also 
“INVESTMENT PLAN TO BRING YOU $§2¢0 MONTHLY INCOME". You will aleo receive 
"Sl Stocks That Should PAY YEAR-END EXTRAS", ‘Stocks Insiders Are Buying", and 
"10 Rules for ccessful Investing’, in addition to next four valuable “IND! PENDENT 
APPRAISALS of Listed Stocks’. Besides digest of new reports on 1,970 stocks, this 64-page 
monthly stock guide gives our EXPERT RATING on EACH STOCK so you can reach wiser 
decisions as to new purchases and whether to dispose of any stocks you now own. 


Or return “ad” with $20 for year’s subscription ($11 for six months) for 
complete 4-PART Investment rvice, including extras offered above, PLUS free newly- 
ublished Annual $5 “STOCK FACTOGRAPH"’ MANUAL (4let Edition), to meke you « 
Cotter judge of relative stock values. We really help investors get bigger values from their 

h Your Money Back In % 


investment dollars. A trial will convince you. A Days if not satished 


FINANCIAL WORLD 


53 Years of Service to Investors 


86-FB Trinity Place New York 6, WN. Y. 








GRAIN 
TRADING 


Get specific trade advices twice each 
week. Get special buy-sell bulletins. 
Get the weekly Commodity Letter with 
background analysis to show how we 
arrived at our specific recommenda 
tions 
All For $1 
including 4 Issues 


See Commodity Advisor's profit record 
now——we will send you our complete 
trading record for 1954 and 6 months 
1955. Learn why many people are mov 
ing investments into the grain market. 


Send $1 for Offer 0D-25 


THE COMMODITY ADVISOR 
333 N. Michigen, Rm. 528 
Chicago 1, Ilinois 














HOW 


Can you achieve 


success “D 


in the « 
STOCK MARKET 


LEARN HOW TO TRADE and 
INVEST THROUGH THE 


MARKETONICS 
CORRESPONDENCE 
COURSE 


For information 
write for Fotder 76 


SEAMANS-BLAKE, Inc. 


343 SOUTH DEARBORN STREET 
CHICAGO 4, ILLINOIS 


FACING VITAL 
DECISIONS? 


We factually measure the effect of 


WG 5 SANG 
SW 4 


The forces controlling trends! 
Send $1 for latest Report F-20 covering 
present situation of $5 for month's trial 
on prompt refund basis if not satisfied 


Available to new inquirers only 
LOWRY’S REPORTS, Ine. 
250 Park Ave., New York 17, N.Y. 


Original Publishers 
Price-C. hange-Volume Tabulaticn 





Daily releases from New York, Chicago, Los Angeles 
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want to GET RICH 
OVERNIGHT through 
¢ INVESTMENTS? 


Forget it. It 

can't be done 

Uranium, titani 

um and bullium 

make pleasant 

reading and 

leasant dreams 

ut long after 

any speculative 

boom reaches ite usual sorry end, 

there will remain the sound principles 

of investing used by successful in 
vestors today 

Thousands of investors have been 
receiving facts and intelligent guid 
ance from a new magazine especially 
for investors. Ite name is simply, 
INVESTOR. It's pocket size. It's 
easy to read. Its authors reflect the 
most capable minds in the entire 
financial community 

Gerald M. Loeb, for example, con 
tributes a regular monthly column 
entitled “Double Dividends.”” Many 
subscribers tell us his pithy, down-to 
earth column iteelf is worth many 
times the subscription price. In a 
most every insue, r. Loeb discusses 
specific securities which, in his judg 
ment, have characteristics justifying 
investmeat or speculative interest 

r. Loeb ie the author of the beat- 
selling, “do-it-yourself” book on how 
to make profits in the stock market, 
“The Battle for Investment Sur 
vival,” 

Every month thie new magazine 
will bring you a summary of what 
brokers throughout the country are 
recommending to clients. A separate 
department features portfolio analy 
aes of readers who submit their lists 
(A survey shows this to be one of the 
most popular features of the book.) 
A recently added feature dealing with 
Investment Clubs, is gaining nation 
wide interest 

And there is much more of practical 
help to every investor 

Phe subscription rate for IN- 
VESTOR ia $5 per year. We'd be de 
lighted to have you try a special 
S-months trial for only $2 

For your 6-monti trial, print your 
name and address and clip it to this 
ad. Send it to us with $2 

This may prove to be the soundest 

2 investment you've ever made 


INVESTOR 


The Guide to lomely Investing 
150 Broadway, New York 38, N. Y. 


—- 
ee 


| Futures, Inc. 


A Commodity Mutual Fund designed to oft. 
set major changes in the cost of living 
both up end down-—-bhy means of a di- 
versified, professionally managed pro- 
ram of buying and selling commodity 
utures such as coffee, eggs, rubber, 
soybeans and wheat 








PUTURES DISTRIBUTORS 
41 Wall Street, New Veork 5, 
Pleane 


scribing 


x. ¥ 


wernt ime yur 


Offering Circular de 
Futures, tim Fil 


Name 
Address 
City 


Lome State 





THE ECONOMY 


RECORD BREAKER 


Industry is 





hitting an un- 


precedented jack pot this year. 


Cominc on the heels of the slump and 
the succession of Blue Mondays en- 
gendered by the President's illness, 
the Quarterly Financial Report of the 
Securities and Exchange Commission 
and the Federal Trade Commission 
startled some Wall Streeters (though 
not most) with the pleasant reminde: 
that American industry has, after all, 
been doing pretty well in 1955. It has, 
in fact, been making history 

During the second quarter, indus- 
trial sales and profits hit an all-time 
high of $70 billion and $3.9 billion re- 
spectively 
hit 
since 


while stockholders’ equity 
$119.1 the highest 
Considering the somewhat 
first quarte 
totals, though Ligh, broke 
But U.S. industry's sales 
at the year’s midway point, totaling 
$135.6 billion $123.5 
1954), and its profits 
$7.2 billion 


were 


some billion, 


1951 
than 
six months 


less spectacular 


no records 


billion in 
which ran to 
(vs. $5.5 billion in 1954), 
likely to plunge even the 
most pessimistic into despair 

All 23 


gains during the second quarter 


(vs 


not 
industry groups piled up 
Thus 
at the year’s midpoint, only the in- 
strument makers were lagging. Big- 
gest the half were 
primary metals, machinery, motor ve- 


moneymakers at 


hicles and parts, stone, clay, and glass 
chemicals, petroleum, food, and to- 
bacco—industries whose performance 
for the most part reflects bustling con- 
struction steel and auto activity 

But in both periods, while the large 
industries rolled up the most impres- 
sive volume of profits and sales, it was 
the industry 
groups whose sales and profits rose at 
the 
fining 
sales rose 6 


more moderate-sized 


greater rate. The petroleum re- 


industry, for instance, whose 
from last year’s $10,417 
$11,035 had no 
cause for complaint when their profits 
increased 7 from $1,063 million to 
$1,141 But the considerably 
smaller textile mill products industry, 
an extreme example, not only pushed 
its sales up 17% from $5,618 million 
to $6,548 million, but also sent its 
profits skyrocketing to $166 million, a 
246°. gain 
At midyear, American industry un- 
questionably was doing all right. But 
in Wall Street, there was still a big 
unanswered whether the 
September market slump would out- 
weigh the economy's advance in de- 
termining market prices in the fourth 
| quarter 


million to million 


million 


question 


j 








ew product digest 


The monthly magazine for ex- 
ecutives with a professional or 
career interest in creating, fi- 
nancing, manufacturing and 
marketing new products. 


Authorize us to bill you $10.00 
for annual subscription or send 
one dollar for single copy. 


New Product Digest, 
Dept. B 27 
Box 2052, Austin, Texas. 








FREE — 
NO OBLIGATION 


We will add your name to 
receive our regular bul- 
letins on 


Undervalued and 
“Special Situation” 
Securiti 


Write to— 


Aetna Securities 
Corporation 


11! Broadway 
New York 6, N. Y. 














Bull or Bear? : 


An analysis of 





last ; 
month's market, and 
our next three TIMELY 
bulletins will be sent 
to you on receipt of $1 
Authoritative and ex 
perienced market anal 
ysis can be most helpful 
when there is a ques 
tion of major trend 
Our conclusions and }60 Of Commerce” 
recommendations are from 1937 to 1951 
impartial, and based . 
on competent analysis 
They are worthy of Send in 
serious consideration . Your Deller 
-  Tedey 


BARBOUR’S 


Investment Service, Inc. 
105 W. Adams St., Chicago 3, Iilinols 


Our service is 

written and edited by 
JUSTIN F. BARBOUR, 
whose Dow Theory 
interpretations 
oppeored in the 
“Chicago Journol 
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THE MARKET OUTLOOK 





(CONTINUED FROM PAGE 41) 


market has recorded its low makes 
the industry’s secure yields attractive 
to the institutional investor. 2) In a 
sense, the industry’s earnings are 
“depression proof”—witness the fact 
that utility earnings rose in 1954 in 
the face of the 1953-54 business re- 
cession. The reason: the loss of low 
profit margin industrial business was 
more than offset by increased resi- 
dential demand. Furthermore, the in- 
dustry now is in a position where the 
increase in consumption will accrue 
more to the benefit of the share own- 
er, for the industry does not require 
new equity financing. 

Likewise in a conservative vein, 
Air Reduction should attract renewed 
investment attention. Under the able 
management of John Hill, this forme: 
blue chip may report 1955 earnings of 
about $3.25 to $3.50 per share as com- 
pared with $1.86 per share on a lesser 
amount of stock in 1954. Increased 
sales of acetylene to chemical produc- 
ers, and a new plant which should be 
in full production early next year, 
point to a further earnings gain in 
1956. Under the circumstances, the 
dividend may be liberalized 

With the cancer scare having lost 
force, American Tobacco merits at- 
tention—for its king size and filter 
cigarettes are more than offsetting the 
decline in standard size cigarettes 
Bearing in mind that current tobacco 
prices permit good profit margins, 
1955 earnings may be in the area of 
$7.25 per share as compared with $6.12 
per share last year. The regular $3.40 
dividend may be supplemented with 
a slightly large extra than the $1.00 
declared in late January this year 

On the more speculative side of the 
ledger, a strong case still can be made 
for the issues mentioned in my previ- 
ous columns: ABC-Paramount, Chrys- 
ler, McDonnell Aircraft, Pittston 
Company. In addition, E.W. Bliss 
with an earnings potential of $2.75 to 
$3.00 per share this year—is attractive 
even though the company earned $4.01 
per share in 1954. The more important 
point is that the backlog of orders is 
steadily rising after a disappointing 
first half, and the 1956 earnings poten- 
tial probably is in excess of $4.00 per 
share. This heavy equipment produc- 
er is an ideal beneficiary of the auto- 
mobile industry’s decentralization and 
expansion program. 
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OIL & GAS STOCKS 
Rated BUY, HOLD or SWITCH 


104 United States Issues and 53 Canadian Issues 

Oil and natural gas stocks are, we believe, entering a period of selectivity 
There are developments indicating sharp price advances in certain issues, & 
sidewise trend in others, and declining prices in still others. By holding and 
buying the right stocks you can save money and make bigger profits. 

We have just completed a thorough check of all our Ratings on 157 oil and 
natural gas stocks — 104 United States issues and 

Of the 157 issues, we rate 81 as fairly priced. These are marked “HOLD” 
for satisfactory appreciation potentials, There are, however, 48 issues which 
we believe have far over-shot all reasonable price targets. These are 
“SWITCH” to save you losses over the next 6 months, 

There are 28 stocks which we believe can be boughe for profit. Of these 28 
stocks rated “BUY”, 15 look especially attractive for purchase within 
the next 30 days. Also, there are 4 issues, (2 around $10 and 2 under $5), all 
off che-beaten-path, which we believe possess unusual profit possibilities. 


SEND FOR OUR NEW TIMELY Oll AND GAS STOCK RATINGS NOW! 
YOU WILL ALSO RECEIVE 
Our 2 Special Reports entitled “15 OILS TO BUY FOR WIDE 


FALL PRICE GAINS” and “KOR EXTRA BIG PROFITS 4 OFF. 
THE-BEATEN-PATH OILS (2 AROUND $10 AND 2 UNDER $5).” 


Of the 15 stocks rated “BUY” One of the “off-the-beaten- 
one is very special. Company path” oils is a big “land-play” 
may now be on the verge of dupli- situation with, we believe, tre- 
cating a previous similar dis- mendous upside possibilities at 
covery which sent the stock very little risk. Similar situations 
zooming 300% in 2 years! This in the past have resulted in 
is an outstanding opportunity. large and fast capital gains. 


53 Canadian issues 


f ated 


You get all 3 Reports PLUS a 5 weeks’ trial subscription to both the 
OL STATISTICS BULLETIN and the CANADIAN OlL REPORTS for only $5. 


Both of these Bulletins are recognized throughout the world 


as authorities on North American oi] and natural gas stocks 


OIL STATISTICS CO., INC. 


Babson Park 57, Mass. 





Yes send me at once (1) your current ratings on !5) oi! and natural gae 
stocks, (2) your new Report on “15 OILS TO BUY FOR WIDE FALL PRICE 
GAINS", (3) your new Report on “4 OFF-THE-BEATEN-PATH OILS” and 
(4) your OIL STATISTICS BULLETIN and the CANADIAN OIL REPORTS 
each for a period of 5 weeks. I enclose $5. (To new readers only.) 

Name 

Street 


City. 














HOW TO MAKE 
SHREWD SPECULATIONS 


in stocks under $5 


Now you can get revealing reports giving analysis and opinion 
on investment bargains in little-known stocks. These are 
stocks of HIGH-GRADE companies that are well managed, 
have good earnings prospects, yet are overlooked by the average 
investor. .. . We specialize in these stocks selling under $5. 
A. J.G. of Westport, Conn., writes: “/ now take 4 other services, 
but yours is one of the best | have seen for the small investor.” 
FREE TRIAL OFFER: No obligation. Write for a full month’s 
trial subscription. See for yourself how you may benefit from 
“hidden” stocks that may show unusual profits on just a small 
investment. Selected Securities Research, Inc. Dept. F-31, 
Hillside, New Jersey. 
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TAKE YOUR PROFIT 
WitTHouT TAX 


by exchanging your securities for a 


LIFE INCOME CONTRACT 


guaranteed by 


POMONA COLLEGE 


By exchanging securities at market 
value for a life income contract guar- 
anteed by Pomona College you receive 
substantial benefits. Your investment 
will 
> save you from paying any tax on 

capital gains. 





> reduce your 1955 income tax be- 
cause you are allowed a deduction 
from your adjusted gross income 
amounting to as much as 30%. 


capitalize your unrealized profits 
on today’s market and put your 
fund on a firmer earning basis. 


insure a safe and dependable in- 
come to you for life and then to 
your survivor. 


lessen your inheritance and estate 
taxes. 


increase your net yield because 
your tax savings are capitalized. 


establish a memorial fund in your 
name because the principal is held 
forever by the College. 


give you an annual income equal 
to the net yield earned each year 
on all the pooled investment funds 
of the College ($10,402,000 at mar- 
ket value). 


> pay you 56.37% this fiscal year. 
This liberal return on your money 


is consistent with the investment rec- 
ord of the College. Over the past 30 
years an investor holding a Pomona 
life income contract would have re- 
ceived an average return of 4.93%. 

You, too, can benefit profitably from 
this philanthropic investment pro- 
gram. Write today for this free book- 
let, “Pomona College Annuity and 
Life Income Plans.” 


POMONA 
COLLEGE 


Room 203f, Sumner Hell 
Cleremeont, California 





eee 


COLUMBIA PICTURES 
CORPORATION 


The Board of Directors at « 

meeting held October It, 

1955, declared « quarterly 

dividend of $1.06 per share 

on the $4.25 Cumulative 

Preferred Stock of the com- 

pany, payable November 15 

1055 to stockholders § of 
. record November 1, 1955 
a A. SCHNEIDER 

Vice-Pres, and Treas 














BOOKLETS 


Valuable booklets are published by 
many concerns and made available 
free to interested businessmen. The 
best of these on matters of wide 
interest are listed as a service to 
Forses readers. Address your re- 
quest, by number, to 
Service Dept Forses Magczine 
80 Fifth Avenue, New York 11, N.Y 


Subscriber 


412. How Zinc Conrrots Corrosion 
Rust, says the American Zinc Institute, 
eats up an estimated $6 billion worth of 
damage each year in the US. alone 
This booklet describes the many ways 
zinc prolongs the life of steel products 
and reduces maintenance costs. It also 
explains the corrosion control character - 
istics of zinc coatings, zinc pigments and 
zine anodes, and describes their usage in 
farm, industrial, marine and building ap 
plications (32 pages) 


413. How to Sevcect An Ap AGENCY 
It is a lot like picking a wife, for the 
two partners must be compatible. “If you 
make a mistak« cautions Detroit ad 
agency Clark & Bobertz, “you may never 
completely erase the error or recover the 
lost time To enable a businessman to 
avoid some of the pitfalls resulting from 
a willy-nilly selection, this booklet tells 
how to find an agency which will handle 
particular marketing problems. Among 
the qualities to look for: the agency's 
ability to hold important accounts, its 
success in reaching the public mediums 
relevant to the client’s product. In short, 
this booklet answers the question: “What 
has to match in my business and in that 
advertising agency, in order to achieve 
top sales’” (20 pages) 


414. Crartine Sree.’s Procress: When 
ever Wall Streeters speak of industries 
basic to the U.S. economy, they never 
fail to include steel. But basic as it is, 
steel is not infrequently misunderstood 
In this booklet, published by the Amer- 
ican Lron and Steel Institute, the story of 
steel is presented in a series of charts 
showing where and in what quantity raw 
materials are found, the year-to-year 
changes in productive capacity, the per- 
centages of total steel output which go 
into rail equipment, agriculture machin- 
ery, household appliances and the like 
For those interested primarily in the 
financial aspects of the steel industry, 
charts showing earnings, plowbacks for 
expansion and net returns on investments 
are included (68 pages) 


415. Tue Srory or Reinrorcep Pvastics 
A non-technical, easy-to-read account of 
reinforced plastics (polyester resin and 
fibrous glass or other high-strength fibers 
bonded together), this booklet describes 
how they are formed, what they are used 
for. The uses, as the many illustrations 
show, are boundless, runging from boat 
hulls and building panels to corrugated 
translucent skylights, tank trucks, air- 
plane coverings and ducts and flues for 
chemical plants (36 pages) 





Southern California 
Edison Company 


DIVIDENDS 


The Board of Directors has 
authorized the payment of the 


following quarterly dividends 


CUMULATIVE PREFERRED STOCK, 
4.08%, SERIES 

Dividend No. 23 

25) conts per shore 


CUMULATIVE PREFERRED STOCK, 
4.88% SERIES 

Dividend Ne. 32 

30y conts per shore 


The above dividends are pay- 
able November 30, 1955, to 
stockholders of record Novem 
ber 5. Checks will be mailed 
from the Company's office im 


Los Angeles, November 30 


P. C. HALB, Treasurer 


October 21, 1955 

















Uniteo States Lines 


Sah Company 
A 


The Board of Directors has authorized the 
payment of a dividend of thirty-seven and 
one-half cents ($.3742) per share payable 
December 9, 1955, to holders of Com 
mon Stock of record November 25, 1955 
who on that date hold regularly issued 
Common Stock ($1.00 par) of this Com 


ny 
he CHAS. F. BRADLEY, Secretary 
One Broadway, New York 4, N. Y. 


cA COLUMBIAN 
CARBON COMPANY 


One-Hundred and Thirty-Sixth 
Consecutive Quarterly Dividend 
plus Extra Dividend 


The Board of Directors of Columbian 
Carbon Company has increased the 
regular quarterly dividend rate from 
SOe have to 60¢ per share and ac- 
cordingly declared a regular quarterly 
dividend of 60¢ per share, plus an extra 
dividend of 20¢ share, h payable 
December 9, 1955 to stockholders of 
record at the close of business November 
15, 1955. 


Common 
Stock 
DIVIDEND 





RODNEY A. COVER 
Vice-President —Finance 
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ON THE BOOKSHELF 








Books reviewed in this column are NOT obtain 
able from Forses, but may be purchased from 
your local bookseller or direct from the publisher 


REGULATING BUSINESS BY INDEPENDENT 
Commission. By Marver H. Bernstein. 
Princeton. $5. 

Since the founding of the Interstate 
Commerce Commission in 1887, a 
series of independent regulatory 
bodies has come into being. Among 
the best known are the SEC, NLRB, 
FTC and FPC. Author Bernstein, in a 
carefully constructed, controversial 
book, throws cold water on the com- 
monly held belief that these inde- 
pendent commissions are all they are 
cracked up to be, and charges that 
they are very often imbued with sym- 
pathy for the business interests they 
are designed to regulate. But whether 
his proposal of increased political 
leadership and legislative direction 
would make commissions more inde- 
pendent is highly doubtful. In any 
event the questions he raises are well 
worth considering. 

How To Live Wirn Your INVESTMENTS. 
By Linhart Stearns. Simon & Schu- 
ster, $2.95. 

In AN age of widespread anxiety, in- 
vesting can sometimes involve one in 


the galloping jitters. This book takes | 


a hard, diagnostic look at present-day 


U.S. stockholders, offers this gem of | 
advice: Since the investor has control | 
over none of the factors of investing | 


except himself, the first rule is 


“Know thyself.” In short, this is a | 


book—perhaps the first of its kind 
on the psychology of the investor. No 


ivy-clad pundit, Author Stearns is | 


president of Bernstein-Macaulay Inc., 
has been advising investors since 1932. 
Branp oF THE TARTAN. By Virginia 
Huck. Appleton-Century-Crofts. 
$3.50 

“Tus Book tells the [story] of a com- 
pany that was founded not only on a 
shoestring but a mistake.” The com- 
pany: Minnesota Mining & Manufac- 
turing, which began business at the 
turn of the century in the belief that 
it had discovered corundum (the 
mineral from which emery is pro- 
duced) on the North Shore of Lake 
Superior. This belief was soon proved 
wrong, but despite an infancy of more 
downs than ups, 3M not only survived 
but rose to a commanding position in 
its field, with assets totaling $185 mil- 
lion and excellent growth prospects. 
Author Huck, herself a resident of the 
area, brings to her task a lively skill 
that lifts this industrial saga out of 
the routine facts & figures category. 
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28™ CONSECUTIVE DIVIDEND 


AND YEAR-END CAPITAL 
GAIN DISTRIBUTION 


The Directors of Television- 
Electronics Fund, Inc. have 
declared a quarterly divi- 
dend of approximately 
10¢ per share from net in- 
vestment income and a dis- 
tribution from net capital 
gain of approximately 50¢ 
per share, both payable 
November 30, 1955 to 
shareholders of record 
November 1, 1955. 


Chester D. Tripp 


October 20, 1955 President 
135 5. LaSetle Strect, Chicage 8, illineis 
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R. J. REYNOLDS 
TOBACCO 
COMPANY 


Makers of 

Camel, Cavalier and Winston 
cigarettes 

Prince Albert smoking tobacco 


Quarterly Dividend 


A quarterly dividend of 70c per 
shore has been declared on the 
Common and New Class 8 Com- 
mon stocks of the Company, poy- 
able December 5, 1955 to stock- 
holders of record at the close of 
business November 15, 1955. 


WwW. J. CONRAD, 


Winston-Solem, N. C. Secretory 
October 13, 1955 





SPERLENG 
INVNESTMENI 
AYE 


DIVIDEND NOTICE 
Sterling 
Investment Fund, inc. 


| A dividend of 48 cents per | 
| share has been declared, pay- 
| able on October 28 to stock 


holders of record at the close 


| of business on October 21. 


This dividend represents the 


| fifteenth consecutive quarterly | 


distribution of this company, of | 


| which 13 cents per share is de- 


rived from net investment in- | 


| come, 5 cents from short-term | 
| capital gains and 30 cents from 


long-term capital gains. 

Checks will be mailed by | 
Union National Bank, Charlotte, | 
N. C., our Dividend Disbursing 
Agent 

Jonathan G. Gullick 
President 


October 18, 1955 


























SOUTHERN 
MATURAL GAS 
COMPANY 


Birmingham, Alabama 


Commen Steck Dividend Ne. 67 


A regular quarterly divi 
dend of 45 cents per share 
has been declared on the 
Common Stock of Southern 
Natural Gas Company, pey 
able December 13, 1955 to 
stockholders of record at the 
close of business on Novem 
ber 30, 1955 


H. D. McHENRY, 
Vice President and Secretary 


Deted: October 8, 1955 











64th DIVIDEND NOTICE 


The directors, on October 14, declared o regular 
quarterly dividend (No. 64) of thirty (30) cents 
per shore on the Commen Stock, payable on 
December 20 to sthorehoiderns of record November 
3. The quorterly dividend (No. 2) on the 44 
per cent Cumulotive Preferred Stock, Series A 
will be poid on December |. ot 284th cents per 
share to shorehoiders of record November 3, and 
the quorterly dividend (No. 2) on the 5% per 
cent Cumulative Convertible Second Preferred 
Stock, Series of 1955. will be paid on December | 
ot 414th cents per share to shareholders of 
record November 3 

W DO FORSTER, Secretory 


SUNRAY MID-CONTINENT 


Cd Comppomy 
SUNRAY BLDG TULSA, OKLAHOMA 











DIVIDEND NOTICE 
SKELLY OIL COMPANY 


The Board of Directors to- 
day deciared «a quarterly 
cash dividend of 45 cents 
per share on the common 
stock of the Company, pay-' 
able December 5, 1955, to 
stockholders of record at 
close of business October 31, 
1955 


c. &. Swine, 
October 16, 1955 Secretory 

















THOUGHTS 





All centuries are dangerous; it is 
the business of the future to be 
dangerous. It must be admitted that 
there is a degree of instability which 
is inconsistent with civilization. But, 
on the whole, the great 
been the unstable ages 

A.rrep WHITEHEAD 


ages have 


To act with common sense, accord- 
ing to the moment, is the best wisdom 
I know WALPOLE 


If appeasing our enemies is not the 
answer, neither is hating them. 
Somewhere between the extremes of 
hate there is a 
place for courage and strength to ex- 
press themselves in magnanimity and 
charity 


find 


appeasement and 


and this is the place we must 

A. Wuirney Griswoip 
Progress is not taking 
standards but 
examining these stand- 
hypothetically setting highe: 
standards and attempting to achieve 
them J. L. Rosensrein 


made by 
pride in our present 
by critically 


ards, 


The measure of a man is not in the 
number of his servants, but in the 
of people whom he serves 


Dre. Paut D. Moopy 


number 


Americans are more skillful workers 
than players. The churches are real- 
izing that people have to learn how to 
their New 
in life can be developed during these 
leisure New can be 
The solidarity of the family 
can be strengthened by common ac- 
tivities and 
in the 


enjoy free time interests 


hours hobbies 
enjoyed 


interests of its members 
hours 
C. Evererr Wacner, D.D 


There is no better ballast for keep- 
ing the mind steady on its keel, and 
saving it from all risk of crankiness, 
than 


business LOWELL 


He who every morning plans the 


transactions of the day and follows 
out that plan carries a thread that 
will guide him through the labyrinth 
of the most busy life. The orderly 
arrangement of his time is like a ray 
of life which darts itself through all 
his occupations. But where no plan 
is laid, where the disposal of time is 
surrendered merely to the chance of 
incident, chaos will soon reign 


Victor Huco 


ON THE BUSINESS OF LIFE 


Resolve to edge in a little reading 
every day, if it is but a single sen- 
tence. If you gain fifteen minutes a 
day, it will make itself felt at the end 
of the year Horace Mann 
will have 
complain of the 


No per son occasion to 
want of who 


THOMAS JEFFERSON 


time 
never loses any 


B.C. FORBES: 
If we are to attain happiness, we 
minds 
What 
Mil- 


arising 


within 
kind of 


in a sense, is this 


must create our 


the right world 
we do 
lions of impressions, 


from our daily life, pour into 
after the fashion that 
coke and chemicals 
pour into a blast furnace, and it 


is how we 


our mind 


ore and 


transmute these raw 
materials, these 


that 


impressions 
kind of 


create. For our 


determines the 
world we own 


peace of mind, as well as for 
the sake of all we come in con- 
with, it 


tact behooves each one 


of us to create as pleasant and 
attractive a world as lies with- 
power 


in our Remember, we 


have to live in our own world 
You cannot live in my world; I 
cannot project myself com- 


What 


world are you creating 


pletely 
kind of 


for yourself? 


mto your world 


It is defeat that turns bone to flint 


and gristle to mus le, and makes a 


man invincible and forms those 


heroic natures that are now in as- 
world. Do not, then 
defeat. You are neve! 


so near to victory as when defeated 


cendency in the 
be afraid ol 


ina good Cause 


Henry Warp Brecuer 


Nations begin to dig their own 
graves when men talk more of human 
rights and n duties 
H. Boercker 


less of hum 


Wan. J D.D 


We are not such pygmies as we 
sometimes think. I believe we are 
actually giants, with potentialities far 
greater than we perceive. We use 
less than 10 per cent of our powers, 
we are told. Why not try to release 
another small percentage at least? 
Even one per cent of what we have 
would be 10 per cent added to what 
we use, and 10 per cent is a iarge 
margin of profit in any enterprise 

GARDNER HUNTING 

I have never known a concern to 
make a decided success that did not 
do good, honest work, and even in 
these days of fiercest competition, 
when everything would seem to be a 
matter of price, there lies still at the 
root of great business success the very 
much more important factor of qual- 
ity. The effect of attention to quality, 
upon every man in the service, from 
the president of the concerr; down to 
the humblest laborer, cannot be over- 
estimated. —~ANDREW CARNEGIE 


There is a principle which is a bar 
against all information, which is 
proof against all argument and which 
cannot fail to keep a man in ever- 
lasting ignorance. This principle is 
contempt prior to examination 


SPENCER 


Nobody has any right to find life 
unrewarding who 
sees within the sphere of his own 
activity a wrong he can help to 
remedy, or within himself an evil he 
can hope to overcome. 


Cuarves H. Exio1 


uninteresting or 


No mortal has a right to wag his 
tongue, much less to wag his pen 
without saying something 


Tuomas CARLYLE 


Every 
weight 


day increases the 
of knowledge put into our 
hands, some new power control over 
natural processes Our age is 
being forcibly reminded that knowl- 
edge is no substitute for wisdom. Far 
and away the most important thing 
in human life is living it. 
F. R. Barry, D.D 


shee: 


More than 3,000 selected “Thoughts’ 
available in a 544-page book. Regu- 
lar edition, $5. Deluxe edition, $7.50 





Be 


Xr 


Text * ee 


careful for 
thing by prayer and supplication, with 


thanksgiving, let your requests be made 
known unto God 


nothing; but in every 


And the peace of God, 


which passeth all understanding, shall 
keep your hearts and minds through 


Christ Jesus 


-PHILIPPIANS 4:6-7 
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How to give a check a check 


The way a cigarette tastes depends in large 
part on the amount of moisture in the tobacco. 

That’s why the makers of Luckies 
complicated electronic devices 


using 
make thou 
sands of moisture checks on all Lucky Strike 
tobacco during every stage of manufacture 

While inspectors in the plants check mois 
ture with their electrical meters, scientists in 
the Research Laboratory of The American 
Tobacco Company diligently check the ac 
curacy of the meters themselves 


Part of this operation is shown above 
‘*Meter-tested”’ tobacco is carefully weighed 
and then dried for a definite length of time in 
a special laboratory oven. When weighed 
again, moisture loss is revealed. The amount 
of this loss must correspond exactly with the 
amount originally registered by the meter 

Such meticulous checking and cross check 
ing-—performed day in and day out helps 
make sure that Lucky Strike is always the 


cigarette of matchless quality 


o> ; 
ly, Anori Nok, Gy. 
She « can JSobacco Compa ny 
) is. RATE C Cc 


FIRST 


IN CIGARETTE RESEARCH 





Six 

vital steps 
to help 
strengthen 
national 
defense 


Here are six important steps. Burroughs is per- 
forming all of them. They are vital in making 
our national defenses stronger. 


These steps are the complete cycle of defense 
work. With the extensive and complete facilities 
at our command, and by working in close co- 
operation with the Armed Forces, Burroughs is 
making many important defense contributions. 
These are in the fields of instrumentation, 
control systems, communications, magnetic and 
electronic components and electronic computers. 
Address inquiries to Burroughs Corporation, 
Detroit 32, Michigan. 


Burroughs 


BURROUGHS INTEGRATED DEFENSE FACILITIES INCLUDE, 


Burroughs Corporation plants in Detroit and Plymouth, Michigan 
Burroughs Electronic instruments Division, Philadelphia, Pa. 
Hoydu Brothers of New Jersey, Plainfield, New Jersey 
Control instrument Company, Brooklyn, New York 

Burroughs Research Center, Paoli, Pa. 








